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Made from special steel, Vaughan Tools are so 
perfectly balanced that experienced craftsmen 
can instantly ‘feel’ the perfect distribution of 
weight. The hand always knows, and that's why 
Vaughan Hammers, Hatchets and 
Axes are chosen by those who prefer 


the finest in tools. 
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” Electric Drill 
Heavy Duty 


1253-0 


—_ 


—_ 
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Orbital Sander 
Single motion 39.95 


\) 


Bench Grinder 
Built-in Light 


POWERHOUSE” Drill 
‘4 Pistol Grip 
RAMEE 8 ol. eee 


753K 


YWORK-LITE 
34 Piece Kit 54.95 


AIRCHILD 


Epesigned Hight 
BSustit Beight 
Ericed Might 


Every dealer likes to handle 
a line that has “saleability” built 
right into each item. Fairchild 
Electric Tools are designed and built 
with the same kind of manufactur- 
ing know-how that has made the 
name Fairchild a famous Hallmark 
of Quality throughout industry. 
Do-it-yourselfers quickly recognize 
the excellent value in Fairchild 
Electric Tools . . . so, you can sell 
them easier, quicker and more 
profitably. 

Advertisements in Home Crafts- 
man, Mechanix Illustrated, Popular 
Mechanics, Popular Science and 
Yachting are helping to pre-sell 
Fairchild Electric Tools for you. This 
is a made-to-order profit building 
line. Ask your jobber about han- 
dling the Fairchild line or write for 


details . . . give jobber’s name. 


See the Complete Fairchild 
line at Booth = 65 and 69, 

National Hardware Show, 

Oct. 17th-21st, Chicago, Ill. 


F oul ~ eo - cad 


Peg Board SHOP-KIT 19.95 


INDUSTRIES 


MAKES IT EASY TO SELL 
FAIRCHILD ELEcTRICc TOOLS 


“WORK-LITE’ Drill 

Built-in light 

AORN DELS ee AA 
1253 


“DUALINE” Sander 


Two Motion 44.95 


Electric Drill 
Saw grip handle 17.95 


1052J 


1.” Electric Drill 
Pistol grip handle 


Saw Attachment 
Adjustable 


BURLINGTON, VERMONT 





Completely New From Top to Bottom! 





Than You've Ever Seen 
in One Jug! 





NEW Streamlined Design « NEW Two-Toned 
Baked Enamel Finish «INCREASED Fiberglas 
Insulation to Hold Cold and Heat Longer « NEW 
Insulated Chrome-Plated Faucet « NEW Larger, 
Deeper Drinking Cup « HEAVIER Gauge Steel 
Patented TTEMPSEAL Stopper. 


LITTLE BROWN CHESTS 


HOT-DIPPED Galvanized Interiors « EXCLUSIVE 
2-Piece Deep-Drawn Construction « TWO-TONED 
y m 
FROM YOUR Baked Enamel Finish « SLIP-IN Food Tray 
JOBBER DOUBLE-THICK Insulation » WATERTIGHT Rubber 
OR WRITE FOR Lid Seal « PLATED Hardwore. 
LITERATURE 
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MANUFACTURED BY 


HEMP AND COMPANY, INCORPORATED 
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BIG CHRISTMAS PROFIT-MAKERS 


ROCKET TOOLS 








Featured in IRHA 
Family Gift Center 
Promotion 








Here are the perfect gifts for men and boys— beautiful! 
gleaming ROCKET tools in individual gift boxes. This 
is the gift that practically every man will admire and 
cherish. Wouldn't you love to receive such gifts yourself? 

These handsome tools will sell on sight. They’re being 
featured in the IRHA Family Gift Center Promotion, 
so you'll receive banners, price cards and newspaper 
ad mats to help you boost sales. Also these ROCKET 


RUE 


EMPER 


IN GIFT BOXES 


tools will be featured in our ad in the November 26 
Saturday Evening Post, which will create additional! 
customers for you. 

The box itself is forest green with striking silver foil 
band. To promote impulse sales, ROCKET sales fea- 
tures are listed on the band: no-shock design, inde- 
structible handle, nonslip cushion grip. 

In addition to ROCKET tools, two famous True 
‘Temper wood-handle hammers are offered in individual 
gift boxes—the Kelly Perfect and Target hammers. 
Each box is covered with slip-on protective sleeve for 
shipping. Packed 24 per shipping container. 

We urge you to take full advantage of this outstanding 
profit opportunity. Order a good stock of these tools 
from your True Temper wholesaler. Give them good 
display during the Christmas buying season. Put up the 
IRHA material and brief your clerks on these tools. It 
will really pay off in sales and profits for you. 


You Can Look to for Leadership 


Finest quality in garden, lawn and farm tools - Shovels - Shears - Hammers, hatchets, axes - Fishing tackle - Golf-club shafts 
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HHI) from 4 Basic Patterns 


AMERICAN MAKES 400 CHAINS 


—more than any other manufacturer! 


products 


A brief explanation for Young Men in Hardware Stores 


When you get right down to fundamentals, all uses—and AMERICAN makes them all, in a wide 
of the more-than-400 chains made by AMERICAN range of sizes, metals and designs to ‘‘cover 
are of one or the other of only two basic types— _ the waterfront’’ of chain requirements. The four 
welded or weldless, depending upon how the basic patterns are described and illustrated below 
links are formed. But...there are four basic ...You will find it helpful to familiarize your- 
patterns: straight link welded, twist link weld-_ self with the full line of AMERICAN Chains— 
ed, weldless wire and weldless flat metal chain. made by the nation’s foremost manufacturer of 
Each has its own special advantages for certain quality chains and chain products. 








STRAIGHT LINK WELDED CHAIN is the [i (er eee esas Ci tte 

most widely used welded chain. Made of steel, — | 

iron or other metal in several types, many sizes 

and varying link dimensions. The material is 

welded after links are formed, making each link 

a continuous piece of material. Links up to %” 

are electrically welded on machines; larger sizes 

are forge welded. Welded chain can be heat 

treated for specialized applications. 





TWIST LINK WELDED CHAIN is made 
like straight link welded, except that each link 
is twisted to a uniform angle. Because the twist- 
ing is itself considered an adequate test, this 
chain is not proof tested. Though not as widely 
used as straight link chain, twist link welded 
chain is employed where the chain must lie as 
flat as possible, as in drives for certain machines “3 hal —_— 
and as a friction chain. It is usually quite flexible. a7 Coss Pe 





WELDLESS WIRE CHAIN does not have | ~9 ae, BERS - -% 4 tah LS &.*% C* Pak 
welded links; each individual link is formed by [99 (ey ee Pes + oon i tg <2 ey 
knotting or tying the material. Usually it is = ~~ 
made of carbon steel, but it can be furnished in 
other materials for special purposes. The Tenso 
pattern (right) for years has held first place as a 
general utility chain. Its loops are large and in 
opposite planes; attachments are put on easily. 























WELDLESS FLAT METAL CHAIN is particu- 
larly suitable where the chain must lie as flat as 
possible, like a strap, such as for operating over 
pulleys. Links are formed by blanking from strip 
stock. While ordinarily made from carbon steel, 
it is available in certain corrosion-resistant metals. 
It comes in a range of thicknesses of material, 
and in numerous shapes and sizes of links. 





SEND FOR THIS HELPFUL BOOK = American Chain Division 
Write to American Chai } . 
"Division, York, Pa., | . AMERICAN CHAIN & CABLE 
for informative booklet, Bee” : a 
““FINGERTIP FACTS.”’ ; rk OP tanta. B Ch — breit 
It will help you in your selling. 
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Just Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 


Who’s afraid of an idea... 


What is it that makes one store profitable, while another store, just down the 
street, is unprofitable? I don’t think there is any definite answer to that ques- 
tion. If we knew the answer there would probably be lots fewer unprofitable 


stores, 


I do think, however, that sometimes you can spot certain characteristics that 
are found only in a profitable store. This impression comes from the many stores 
that are visited each year by HARDWARE AGE editors in all parts of the country. 
These are big stores and little stores, country stores and city stores, growing 
stores and dying stores. 


When we look back on all these stores and attempt to put our finger on the 
one characteristic that exists in all successful stores, we always end up with the 
strong opinion that the profitable stores are those that are always interested in 
new ideas. They keep out of deadly ruts by constantly experimenting with new 
ways of doing things in an effort to learn better ways of running a store. They 
never grow stagnant. 


I guess that all of us would say that we are always open to new ideas. Yet, 
the fact is that many of us do not encourage new ideas. Perhaps we're a little 
afraid of them because they disturb our routine. 


Being receptive to new ideas is not the easiest habit to develop. Most of us 
resent changes, yet changes are inevitable in retailing as well as in the way 
we live. 


When we look back on the type of life our fathers led, and compare this with 
our present standard of living, we can see that many drastic changes have taken 
place. Yet, when it comes to our stores, too many take the attitude that if the 
fixtures were good enough for father, they are good enough for us. 


There is nothing that will kill a store quicker than that attitude. There have 
been so many changes in the retail hardware selling picture that yesterday’s fix- 
tures and yesterday’s sciing methods just won’t work today. 


For example, take the one factor of the woman shopper. In your father’s day 
she was not very important to a hardware store. A woman customer was a rarity 
The spittoons, the comfortable chairs around the pot bellied stove and the floors 
stained with tobacco juice and oil were signs of man’s dominance of the retail 
hardware business. 















Today, all that is changed. The woman has developed into a major factor in 
hardware buying. In many stores she outnumbers the male shopper. Store 
arrangement, color schemes and merchandise selection must take into considera- 
tion her likes and dislikes. 





The change caused by the woman shopper is actually not just one big change; 
it is the result of hundreds of little innovations over a period of time. Each 
little change was important when it was made because it was a step in the process 
of keeping up with the times. You never know when a new idea will pay off 
When a manufacturer offers you a new type display or promotion plan, don’t 
turn it down just because it has never been used before E.vervthing has to be 
done the first time. Very often today’s revolutionary idea becomes the accepted 
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method of tomorrow. Give the idea careful consideration for its own merits, 
and try it. If it works, you are ahead of the game. If it doesn’t, you haven't 
lost very much, if anything. 


Your employees are another source of valuable ideas. But you must encourage 
them and try a few of their ideas. No one has a monopoly on brains. Good new 
ideas can come from any source. Use them and you'll never get in a rut and 


most likely you'll have a live, growing, prosperous store. 


Self-service or not... 


Despite the extensive use of self-service in hardware stores these days, there 
till a great deal of misunderstanding of this method of selling. Many dealers 
that a store must be 100 pct self-service or 100 pct personal service. 


The fact is that very few stores will ever be 100 pct self-service. Hardware 
just doesn’t accommodate 100 pct self-service. There are many, many items 
that require personal service to sell. If you don’t offer this service, you cease 
being a hardware store. 


Self-service has many phases. You can use it as little or as much as you wish. 
you must be careful not to confuse your customers, for most customers get 
victims of habit after a while. 


The interest in self-service arose from efforts to combat the profit squeeze by 
reducing selling costs. This was to be done by selling more goods without 
increasing the number of people on the selling floor. When properly used, self- 
2ervice does just this. 


lor example, handling peak shopping hours is a tough problem for many 

It isn’t feasible to put on special help just for a few hours, so frequently 

are lost by walk-outs. Use of self-service techniques during these hours 

permits a store to handle a great many more customers than if each salesperson 
had to handle each sale from beginning to end. 


A common practice in stores facing the peak hour problem is to have the 
cash counter in the forward part of the store. Just before the peak hours, signs 
are hung around the store encouraging self-service and pointing to the cash 
counter. This works, as many stores will attest. It helps a store handle more 
customers without expanding the sales force. During other hours, the signs 
come down and the store reverts to a normal service basis. 


Another situation wherein self-service can be very valuable is during the rush 
seasons, such as Christmas. Here the use of self-service has permitted, in afl 
actual case, an increase of one-third in the number of transactions handled with- 
out the addition of a clerk. Some 40 pct of the store’s volume, in this instance, 
is handled through a self-service cash counter 


These are just two examples where a limited use of self-service can he ip reduce 
scales costs. Not every store could get the maximum benefits from self-service 
Perhaps some of the very small stores, with just two people normally on hand, 
would find difficulty in making use of a check-out counter. But for many, many 


stores, self-service offers opportunities for reducing sales costs 


Going into self-service does not mean that you stop selling. To the contrary, 
it means that your salespeople actually spend more time selling and less time in 


such unproductive jobs as wrapping, making change, etc. 

A simple method of teaching your salespeople the requirements of self-service 
selling is outlined in this issue on page 62. This article tells vou how to go about 
training your store people. If you follow the suggestions in this article, vou’ll 


get real benefits from self-service. 
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@LEFT OR RIGHT HAND™ 


without change 


Q. How to lick door closer installation problems? 


A. ILCO “UNIVERSAL” 


Here’s the best remedy for door closer instaliation 
headaches. The [ILCO “Universal” is ready for 
mounting as is... without any mechanical change... 
on right or left hand doors. No chance for anyone in- 
stalling the wrong closer and harming the operating 
mechanism. 

At this time of the year when door closers are really 
in demand, do your customers a good turn 
ILCO “Universal’”’ closers. 


sell them 
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Unconditionally guaranteed for 2 years 


except when misapplied or abused 
Extra powered helical coil spring 


Heavy, forged steel, one-piece shaft and 
crank eliminates breakage 


Single valve provides dual speed contro! 
one speed for closing one for latching 
Precision machining throughout 

Rugged construction 


Leak-proof 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Washington Is Concerned About 
Liberal Consumer Credit Terms 


overnment officials. in recent acts to slow the tor- 
rent of easy credit to consumers, aren’t worried so 
much over the total amount of money owed, but rather 
over terms being offered to purchasers. 
banks, loan 
are asking too little down and 
giving too long to repay. Extension of too painless 
credit gives consumers an opportunity to take on more 
debts at one time, officials say, without requiring any 


The primary concern is that lenders 
firms and merchants 


substantial equity in any of the goods purchased. 

Loan delinquencies and repossessions are now at a 
safely low level. And the total amount of debt is not 
too far out of line with total income at present. But 
should a sharp drop in income occur, there would be 
no way for consumers to get out from under their 
heavy load of easy credit. 

This, the government is afraid, could mean that 
what should be only a slight economic setback could 
feed on itself and topple the soaring business boom. 


OUTLOOK 
tinue putting pressure on lenders to tighten 
i up credit terms voluntarily. But if the credit 


glut continues to grow, there is a chance the 


Government is going to con- 


administration may seek restoration of powe? 


te control credit terms. 


Trade Commission Will Tighten 
Business, Advertising Controls 


A toughening up of government controls over 
business practices and advertising is in the wind. 
First steps in the drive have already been taken 

Federal Trade Commission officials are smarting 
from recent criticism that enforcement of business 
regulations has been lax. Hearings just concluded 
on problems of distribution, including exclusive deal- 
ing, price discrimination, and delivered pricing, are 
putting extra heat on the agency. 

Targets of the stepped-up drive will probably be 


claims of advertising, pricing policies and allowances, 


10 


and exclusive dealings. Drive actually began several 
months ago. Since then FTC has filed a rash of com- 
plaints against merchants and manufacturers. Some 
of them the biggest and most respected names in busi- 
ness. 


OUTLOOK 


close ; check (ivi husiness 


FTC will not OLY 
practices, hut aiso 
plans an make Sure that firms oveuw ws orders 


* fo stop unfair and lle gal practice ee Last Wear, 


26 court actions Mere started AL rorce compli- 
CIC ¢ with FTC orders. More will Aye fled this 


year. 


Prices on Foreign Made Bikes 
To Reflect Increase in Tariff 


Retail prices of foreign made bicycles, especially 
the lightweight models, will jump in the weeks ahead 
as a result of President Eisenhower’s decision to in- 
crease the tariffs on bicycles. Average increase 1s 
expected to be 10 per cent. 

The president says he took the action to avoid 
threatened serious injury to American bicycle makers. 
Imports of foreign bikes have risen materially in 
recent years, from 16,000 in 1949 to 954,000 last vear 
Imports last year accounted for about 40 per cent of 
all sales, and may be as high as 50 per cent this year 

The new duty will amount to 8&8¢ more on each 
lightweight bike, and about $1.25 for heavier models. 
The retail price of lightweight bikes, now selling for 
from $29.98 to $79.98, will jump to about $33 and $86. 

But U. S. bike makers insist that the higher tariffs 
won't make much of a dent in the number of imported 
bikes sold in this country. Prices for American vehi- 
cles are still about 15 per cent higher than imported 


bikes. 


OUTLOOK 
indicating that they would still prefer a quota 

> lamiting hy law the number of fore Thy made 
bikes which could be brought into this country 


American manufacturers are 


each year. The injury finding, they say is a 
step toward the quotas, 


(Continued on page 84) 
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new AWIBEL c00" ne 


with lockset functions for every finer residential and 
light commercial building requirement. 


Dealers and jobbers can now supply KWIKSET “600” line 
models in every lockset function. Entry sets, passage sets, bedroom, 
bath and patio sets—with push or turn button, single or dual 
locking action... for homes, apartments, hotels and offices. 


Sculptured for elegance and engineered for permanence, 
the new KWIKSET “600” line assures lasting beauty, 
security and unconditionally guaranteed service. 


of finer lock for finer butldings 


KWIKSET SALES AND SERVICE COMPANY + Anaheim, Catitornia 











Cutlery Hostess Set 


Combining stainless steel cutlery 
and 
this new 
kitchen 


set, 


woodenware in a hostess set 
gift 


knives, a 


unit features four 
Cherry-Wood 
and a Cherry-Wood salt 
pepper 


salad 


and set. Items are packed 





in a molded plastic tray with indi- 
vidual Set 


recesses. comes com- 
plete with tray and gift box. Knife 
blades are of frigid tempered, high 
carbon stainless steel. Knives have 
n Wonda- 


Wood which resists splitting, burn- 


blonde finish handles 


—_ 


ing and staining. Set retails at 


$7.95. Im pe rial Knife Associated 
Coa.. Ine. 
For more data circle No. | on postcard, p. 95 


Storm Window Kit 


EFasv-Does-It storm window 
that 


kits 
feature heavy transparent 
plastic for low-cost storm window 
protection, afford quick installation 
of clear for 
protection against rain, snow, sleet 
or wind. Each kit contains 36x72 
in. sheet of heavy plastic, 18 ft. of 


polyethylene plastic 


fibre molding strip and enough 


nails for complete installation on 
double-hung Plastic is 


weatherproof and 


WINGOWS. 


waterproof and 


nae 


> Tie Os — 
s PF svcem WINDOW i 
? é, , = 


4 
e 





Is not 


affected by 


retali at 


Kits 
39e¢ each and are packaged 
Useful 
chairs, 


moisture. 


for over-the-counter sales. 


as protective for 
. Walls, tables, 
motors. NSol-O-Lite 


covers 
kitchen accessories 
and outboard 
Laminating Corp. 
more data 


For circle No. 2 on postcard, p. 95 


Power Lawn Mowers 


Three added to 


the 1956 line of power lawn mow- 


models will be 


ers, including power-propelled 


ro- 
tary mowers with 24-in. and 32- 
in. cutting widths, and a 21-in. 
manually operated rotary mower. 


The 2l-in. model (illustrated) will 


feature a special suction-lift rotor, 








plus a leaf mulcher. 
will 


Each 
and opera- 
tional improvements in both parts 
and engines. Jacobsen Mfg. Co. 


For more data circle No. 3 


mode] 


also have design 


on postcard, p. 95 


Paint Remover 
A hea yV 
Jet-It-Off, quickly 


paste paint remover, 


removes paints, 





varnishes and baked enamels. Re- 
mover stays wet and allows sol- 
vents to penetrate and _ soften 


material, especially on vertical sur- 


faces. Remover is particularly use- 
ful for refinishing shops. Pack- 
aged in gallon, quart, pint and 


half-pint cans. Jol yi 


Ine. 


For more data circle No. 


W. Masury & 


Son, 


- 
ot 


i on postcard, jf 


Solid Brass Lock 


A solid brass lock with a star 
escutcheon, Regal Radiant, has 
been added to the Regal line. This 


tie bolt kev-in-knob set has a 5-In. 
backset 


in. W ide 


, 


escutcheon Te 
high. Lock is 
available with pin or dise tumbler 
cvlinder, and deadlocking or spring 
latch. Lock bull-nose 
bolt for easy latching and positive 
locking solid 


and a cast 


and 10 in. 
features the 
Exterior of lock is 
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Want more information on these 
products’ Then use free post 
card on page 95. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 


trial use. Saw weighs 7 lb. It can 


cut building materials. Blade 
h ! 


is 


in. and has a 2.06-in. maximum 


cut. It can bevel cut 1.72 in. at 45 NEW Ol Ss is ® Ss 
degrees. Its free speed is 4000 | SNIDER UENTa 
rpm. Saw has a telescoping guard. a HE 

<7 | : L s 
A 6-in. abrasive blade is offered P 
for general purpose cutting at ex 


> 


Tape Display Unit 


0. Transparent cellophane 
on postcard, p. 95 bye 


ra cost. Complete price of 
model is $29.95. Mall Tool C 


For more data circle Noa. 


UASIC 


ape 
displayed in the new count 


top merchandising unit Phe unit, 


Woodworking Tool Deal A 
brass, with cold-rolled steel for in- An all-in-one woodworking tool, 
terlor parts Dexter Lock Dwv., called the Smoothy, serves the 
Dert Indust Tine 


home craftsman as a sander, plane 


-1, has 10% rolis cyt ~ ’ r) 


aC Cit 


For more catia circle No > on postcara pp 


New Caliber Cartridges 


Nev 


scraper. It may also be used 


4 };] : , , , 

244 calibe) cartridges with 
et weignts ol and 9%O grains 
, 


ior bpotn ony ranyve 


Ing and effective 





rT shoot 


= 


arger game animals 


on _ 
Lape The refillable displa\ 
iambered fo) 


’ 
; 
, fiz iry 
j 


+ 
ft counter space Assortment 
For more data circle No > on postcard 


occupies about a square 


cludes eight dozen rolis that re 
from 25 to ye per roll Minne af 
. > 
Circular Cutting Saw Mining and Manufacturing ¢ 


} } : For more data circie No. 9 on postcard ) 
A nivn-speeqd Circulal LLIN , 

. , _- " ’ " . 

\, Model Db»), iS avalliaDl 


shop, farm or light 


to remove paint, smooth plaster, | Pocket Knives Display 
and finish various types of wood A 
fine steel and se 
high impact styrene for durab 


a deale} display Case, pius dis- 
Blades are of at cards, point-of-purchase and 
lity 
If used as directed, tool is uncon- 
ditionally guaranteed Fortune 
Laboratories 


For more data circle No. 8 on postcard, p. 95 


Christmas Lamps 
Both C-6 

amp 

“holida’ 


({ontinued on page 92) Continued on page 1O5} 
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>» Belknap Dealers Offered Budget Sales Plan 


® Retail Store Sales Increase 9% In July 


» More Persons to be Employed in Late Summer 


Belknap Dealers Offered Instalment Program 
To Meet Credit-Selling Store Competition 


An 


vides 


instalment plan which pro- 
dealers with the necessary 
to handle time payment 
sales and which builds store traffic 
in keeping budget customers com- 
in to the to make pay- 
ments is offered by Belknap Hard- 
ware & Mfg. Co., hardware whole- 
saler in Louisville, Ky., to its cus- 
tomers. 


capital 


ing store 


Dealers can compete with credit- 
selling stores in their communities 
by offering budget terms on one or 
more items totaling $50 and up, 
with payments spread over 6 to 24 
months. 

Dealers control the granting of 
credit with the Belknap Dealer 
Credit Plan. Terms are arranged 
at the time of purchase. The retail 
value of the merchandise is re- 
alized by the dealer promptly 
through cash and a credit to his 
account with Belknap. Dealers col- 
lect payments and transmit the 
funds to Belknap. 

The plan also has a dealer’s 4 
percent reserve account of which 
the dealer gets 50 percent of the 
amount when an account is paid 


in full. 


Forms are provided dealers by 


14 


Belknap for using the instalment 
selling program which was devel- 
oped by Dara E. Cross, Sr., cur- 
rently a director of Belknap and 
vice-president and treasurer until 
his retirement last June. 

A purchase 
ranged 


agreement is ar- 
between each dealer and 
Belknap which sets up the details 


of the program for purchasing of 


conditional sales contracts from 
dealers. 
Credit application forms are 


provided in case a dealer wants the 
financial history of an applicant 
with whom he is not thoroughly 
acquainted. This form is kept by 
the dealer. 

The 
dealers collect 10 percent down on 
merchandise used throughout the 
vear. On merchandise 
sonally, such 


Belknap plan recommends 


used 
mowers, 
33 1 


is 


sea- 
as lawn 
guns and fans, a 25 o1 3 per- 
cent down payment recom- 
mended with payments completed 
in nine months. 

The handling charge is to be 
added and collected at the time of 
purchase which provides’ the 
dealer with cash for that portion 


(Continued on page 118 
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Retail Store Sales 
Increase 9% in July 
Retail store sales in July were 
$15.5 billion, the Department 
Commerce estimates. 

This is 9 pet ahead of July, 1954, 
and 1% pet under June, 1955, on an 
unadjusted basis. 

Sales by the hardware, lumber, 
building and farm equipment 
dealer group $1,280 million 
for July, 1955, against $1,343 mil- 








of 


were 


lion for June this vear and $1,200 
million for July, 1954. 

Sales in the first half of 1955 
were 9 pct higher than for the first 
half of last year. 


Department Store Sales 
Increased 13 Percent 

Department store sales in the 
United States for the week ended 
July 29 rose 13 percent over the 
comparable 1954 week. 

A detailed breakdown 
sales follows: 


ot store 
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UNIFORM / 
QUALITY 


another reason why it 
pays to handle the RB&W line 


One of the reasons your customers 





can depend on RB&W fastener quality 


You're looking at a spheroidizing fur- 
nace being loaded with wire rod. 
RB&W has a whole battery of them. 
You won’t find these in many 
plants because they’re expensive. But 
ve have them because we think they’re 
indispensable in making the best fas- 
teners possible. 


Here's what they do. They take the 
steel wire that later becomes the bolts, 
nuts and screws you sell — and, by 
controlled heating and cooling under 
controlled atmosphere, condition the 
material. Result: better fasteners. 


fastener 


Facilities like these and the know-how 
to use them have built for RB&W 
products an unsurpassed reputation 
for uniform quality — just one more 
reason why it pays to handle the 
RB&W line. 


HARDWARE AGE, SEPTEMBER 1. 


1955 


If you aren’t handling RB&W fas- 
teners now, contact your local RB&W 
distributor, or write Russell, Burdsall 
& Ward Bolt and Nut Company, Port 
Chester, N. Y. 


i Js ~\ 
ee B Sy 


110th YEAR 





Plants at: Port Chester N. Y; Coraopolis, Pea.; 
Rock Falls, lll.; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh, 
Detroit; Chicago; Dallas; San Francisco. Seles 
egents at: New Orleans, Denver, Seottle. Dis. 
tribvters from coast to coast 


FIVE GOOD REASONS 
WHY IT PAYS TO STOCK 
RB&aW FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line. 


3. Complete reliability of 
supply from full stocks. 


4. Fast, accurate and 
friendly service. 


5. The original “upside- 
down" pockoge — extra 
strong for no-spill, quick 
and easy handling. 


wt 









There’s a sack o’ PROFIT for you in 


EVEREDY 


sparkling chrome, customer-catching 


CHRISTMAS GIFTS 


mm New improved Tat Faker 


<= Dy and BUN WARMER 


ae 


Two new ‘Tater 
Bakers for top-of- 
stove baking, 
warming, crisping 
and browning us- 
ing only 1/12 the 
heat of a big oven. 
Easy - to - clean 
chrome with heat 
resistant Bakelite 
handle and knob. Tested recipe 
folder included. Model 8590—$3.45*; 
Model 8592 with 7144” utility pan— 
$4.00*. 


<n . a a 
\/* Guaranteed by 
Good Housekeeping 


45 aoveanate 


Seven piece gift set of sparkling chrome tools with 
“Shenherd’s Crook” handles in a stunning new Gift- 
Display carton .. . pulls traffic wherever it’s displayed. 
Box easy to set up for display or ready to mail or carry 


OVENOLA-~—+or larger top-of-stove baking 
tasks, stock the new Ovenola. Model 8585— 
$5.75; and 8586 (with set of 8 baking tins)— 


home. Set includes Basting Spoon, Mixing Spoon, 
Spatula, Slotted Turner, plain Ladle, Two-Tine Fork 
and Rack. Set 1956—$6.59*; Set 1812 (with Straining 


$7.15. 


ELECTRIC 
Infra-Red 
BROILER 


Large capacity, low-cost electric broiler designed for 
kitchen or at-the-table use. Takes up little space, yet 
handles big juicy steaks, chops, etc. quickly and eco- 
nomically. Wipe-clean chrome throughout . . . remov- 
able pan that’s easy to wash. Heat resistant feet and 
handles. Recipe booklet included. Model 8970— 
$14.95*; Model 8950 (closed type)—$10.45*; Model 
1150 (closed type with windows)—$10.95*. 


Spoon instead of Spatula)—$6.00*...Ind. Gift Box. 


Set-of-three fry pieces ideally 
suited as starters for new home- 
makers. The ladies really go for 
sturdy unique shelf rack for 
condiments or knick-knacks. Rounded pan design pre- 
ferred by French Chefs. Long two-color wood handles. 
Set 1510—$8.00*; Set 1610 (heat resistant Bakelite 
“Scotch Grip”’ handles with hanging ring)—$8.00*. 





jaa Ps 
SNORKEL-VENT xm / 


WD athe 

, © « ~b 
CHICKEN FRYER 4 eS & »\\ 
and : DRKELVENT | 


DUTCH OVEN SET ix . y 1 co 


ae — Copper 

Court Boxee Y , QUALITY 
No. 300°» 

Set Halimark 





mom _ ow . 
s Guaranteed by» 
Good Housekeeping 
<" a 


43 sovrenstd ™ 


< 
a 
Flashing chrome utensils topped with attention-getting 


‘““Coppertone”’ Snorkel Vent that permits proper circu- Meet the demands of modern, carefree entertaining 
lation of air and steam for closed-cover frying that with these two handsome service pieces. Ideal for cock 

browns perfectly and won’t spatter. Helps retain full tail parties, TV snacks, buffets, etc. Easy-to-clean 15! 

flavor. Each piece contains “‘Coppertone” recipe book- chrome tray on ball-bearing base with four-compart- 
let to match hallmark. Set 3000—$6.95* ; Chicken Fryer ment glass dish. Dome-base, Hi-Boy Model 9901— 
w/cover, No. 3520, and Dutch Oven w/cover, No. 3570, $4.69* or Flat-base Lo-Boy Model 9900—$4.50". 

also available individually in gift boxes—$4.50* ea. 


BARBECU 


TOOLS aS 


Two-Tine Fork — 


Slotted Turner > a 


Hot Dog Fork sf uk 
or Serving Spoon ‘ee 


Good Housekeeping Boasting Brush 
tor 


* 
* 
45 sovranstd ™ 


This big and beautiful cake cover continues to set new 
higher sales records month after month. Holds large 
family-size cakes . . . keeps them fresh for days. Gleam- 
ing chrome cover and modern glass plate (12'4”" dia.) 
really attract attention to your display. Model 9910— 
$4.10*; Smaller (11°4" dia.) Kake-Saver, Jr., Model 
9905—$3.30*; Shallow-dome Serv-it-all for pies, sand- 
wiches, etc. Model 9915—$3.00*. 


Handsome, rugged tools for every outdoor cooking need 
. they'll really boost your sales of outdoor goods. 
Five-piece Set 1933—$5.59*; Four-piece Set 1932 (same 
as 1933 less Basting Brush)—$4.59*; Three-piece Set 
1930 (same as 1933 less Basting Brush and Hot Dog 
Fork)—$3.59"*. 
Stock up, too, on Everedy BARBECUE SKEWERS, Set of Four 
No. 1934—$4.59* and Everedy HAND-OUTS—wunique, indi- 


vidual 7%" fry 'n serve pans to match tools—Set of Four 
No. 1940-—$6.59". 


PLAN NOW FOR YOUR BIG CHRISTMAS 
PROFITS—ORDER THESE and many other 
NATIONALLY ADVERTISED Everedy 


Chrome Housewares from your jobber. Anniversary 
WRITE FOR NEW 24-PAGE CATALOG No. 


35 of over 50 fast-moving household Ey Y 
a- 13°) 


necessities. 


* Suggested Retail Prices—higher in South & West. 
** TM Reg. App. For. 


THE EVEREDY CO. @ FREDERICK, MO 
i e 
= 





Try the 
“Blindfold Test’’ 


Yourself! 


“Feels softer 
to the cutter’ 


says |. A. Biddle 
of Biddle Building Materials 
Harrison, Ohio 


**Brand ‘B’ felt softer to the cut- 


ter and snapped off straight and 


( risp. Mr 


Biddle had just test- 


cut four well-known brands ol 


single-streneth window glass. 


lhe brands were identified onl, 


by letters 


se\ eral Cuts on Cat h 


A. B. C or D. He tried 


He picked 


“B”’ as the easiest to cut, every time! 
“B” was L-O-F. 28 out of the 30 


dealers who tOOK this test pit ked 


L-O-F! 


Why does L’O'F cut easier? Be- 


cause it 1s annealed more slowly. 


more patiently 


That makes it less brittle and 


more “even 


in structure. So it’s 


a safer buy for your Customers, 


Cut L-‘O-F first, last, or in between 
the other brands. Run any kind of a 
cut you want. You'll see why you 
have fewer bad cuts, less waste and 
more profit with L-O-F. 

Call your nearest L-O-F Distribu- 
tor. These local businessrnen are 
listed under ''Glass” in the yellow 


page: of phone books in many prin- 
cipal cities throughout the country. 
And send for your free booklet— 
For Greater Profits in Window 
Glass’. 

Write Libbey OwensFord Glass 
Company, 608 Madison Avenue, 


LIBBEY: OWENS: FORD the easy-to-cut WINDOW GLASS 
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Recently an independent survey was conducted among readers of The Saturday Evening Post. It 
covered all sections of the country, all ages, incomes and types of employment. The questions asked 
were about hand and power tools— products you sell. And the answers make interesting reading. 


owned per family, the total is 4,470,000 rasps. Again, 
this is a big market. 


Over 2,250,000 POST families bought files last 


year — 6,210,000 files in all. 
91% of all the 4,600,000 families in the great POST 7 . 
audience own files. And they own an average of 3.8 Some 3,100,000 POST families would like to own 


files per household. That's a total of 15,900,000 files more files, and on an average they say they would 
—a big market. like 2 or 3 more files. That's a total of about 7,750,000 


prospective new file purchases—a potential market 
families own rasps. With an average of 1.8 rasps 


for you right now. 
In this same survey, POST readers were asked to 
name the leading brand of files. 87% named Nichol- 
son and Black Diamond as the leading brand names. 
Nicholson and Black Diamond led the next-named 
brand by six and a half to one! | | 


Nichelsen and Black Diamond are preferred over the next-named file 
brand —six and a half te one! 


According to the same survey, 54% of POST 









































Of all the POST families who said they had seen files advertised in general 


magazines or trade magazines during the past year, more than 92% named 
Nicholson and Black Diamond advertising. 





And of those who mentioned the publication where they had seen files 
advertised, 73% saw Nicholson and Black Diamond advertising in the POST. 
More than 57% correctly identified the phrase “A file for every purpose” as a 
Nicholson File Company slogan. 























Undoubtedly you have seen these Nicholson POST ads yourself. One of them 
is shown here at the right. They’re single columns in the front of the magazine, 
next to the table of contents. The cartoons are amusing, the text is short and easy 
to read and remember. 


An independent organization regularly reports on 
the number of people who see and read the adver- 
tisements in various magazines. These reports show 
that Nicholson cartoon ads consistently get twice as 
many readers as the average full-page ads in the 


same issue. And per dollar spent, they are read by At il pay Y( U te ee a Nicholson file 


about eight times as many people as the average tock and pro POS for every purpose © 
f ad as Nee as een ORNS 
ora aqs. heading : 5 Noted for high “file mileage”’ 
P — . 2 $ ’ i the ho {oe the f , i 
That's not only a record for advertising effective. ~~ ise ws mane a8 orm; im 


industry. At hardware and indus- 


ness. It’s a reason why householders allover America =~ trial supply houses. 
: , Bem SS Fc ge ene See Ne © Trewnends of hinds cute and snes 
know and prefer Nicholson and Black Diamond files. 
se 
ee, ona SS ~ 
¥. 6. Aa. 


MICHOLSOWN PILE CO.. Previdence |, &.!. 
ie Conede Suchetser te Company @ Comets ite Per! Hope Geter « 
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FOR EVERY 


NICHOLSON FILES “tec. 
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ILLIAM 


Here is the greatest adjustable wrench improvement in ovet 
i0 vears. The one being written about and advertised in lead- 
ing magazines. Its simple, ethcient and long needed. It's a 


sells itselt Displaye ] 


a bee A 
oe “ 


ee eI ROR SNE OREN RIT AMT TY 
. ~ ‘ 
. P 
>» 2 ; + J ae 


a " , . | " _— 
wrenches faster it a DeTTe! 


LOOK AT THESE FEATURES 


POSITIVE LOCK e INCREASED SAFETY 

NO OBSTRUCTIONS » STRUCTURALLY SOUND 

RAPID ADJUSTMENT e DROP-FORGED and HEAT-TREATED 
NO FUMBLING e SELECTED ALLOY STEEL 

ONE HAND OPERATION CHROME PLATED FINISH 


+ eg oe 


JUST A FLICK OF THE THUMB OR FINGER 
LOCKS OR UNLOCKS THE ADJUSTMENT 
INSTANTLY AT ANY OPENING YOU SELECT 





COMPACT SELF-SELLER DISPLAY 


NEW 
WILLIAMS 
LOCKING 

ADJUSTABLE 


WRENCH Ke a FREE with each assortment 


BOP: Hex: t 
PES 


ee see 


Ti, oS 
ae Poe | 


ike Fn aa | 





6L 6 inch @ 2.08 $6.24 
ORDER THE 8L B inch @ 245 « 735 


Ne. ILD LOCKING 10L 10 inch @ 3.10 6.20 
ADJUSTABLE 12L 12 inch @ 4.50 4.50 
WRENCH 
ASSORTMENT Suggested Retail $24.29 
FROM YOUR Dealer Cost 16.19 
JOBBER ne 
| DEALER PROFIT $8.10 








individual SELF SELLING cartons 
You'll want to order BACK UP STOCK IN THESE ATTRACTIVE CARTONS 
Ja ) Wrench No 6l BL 104 124 
STABLE WRENCH 
B \nch LOCKING SD Sree ows ” Size 10 in 12 in. 
omens eS an SUGGESTED RETAIL $3.10 $4.50 


DEALER COST 2.07 3.00 
DEALER PROFIT 1.03 1.50 


BE THE FIRST ur avea ta cath is the new Williams } 


cking 


| 7 
flalesidt 


a 


J. H. WILLIAMS & co., 434 Vulcan Street, Buffalo 7, N. Y. 
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HARDWARE AMERICANA 


Schnitzel-Bank 


AMERICA’S FIRST WORKBENCH 





This ingenious cutting bench of old had a 
vise at one end in which a DOCK of wood could 
be held by pressing on a foot treadle. With both 
hands free to work wood with sien knife, chisel, 
file, augur, etc., the pioneer made everything 


a oS 
oe ep . 


~ 


from barns to buckets, wagons to guns. With 
hardware, he built America 


vrei, 


With hardware, America continues to build. 
And the mirror of — is the National 
Hardware Show, including the Lawn, Garden and 
Light Farm Equipment Division 
than 40,000 byes s see for th 
new and improved products of 1 20% 
turers, talk with executives about pro 
plans. It's the show cape will want t 
fill out and return the reg stration c 
Your badge which will admit you ; withes! 
further registration, will be mailed to yor 


ay ~ 





— ~ < nul 
<i Slee, — _— . f? wy 
Ekta = a ee 


October 17-18-19-20- 21 « * Navy Pier, = 


Sove time by reaisterina “OW F Ind Sit thes registration coupo 


rn 
ond your admission bodae t riled you. Please check below if 


“TITLE 


HARDWARE f= 

















CITY STATE 
SHOW TYPE OF BUSINESS 


Pleose check below the ciassificaotion of your business 
7 





cKe MADISON Vis NEW YORK iv [] Wholesoler [}] Reto ler [] Dept. & Choin Store Buyer 


LC} Importer-Exporter () a — [} Monvfocturer [] Other 
MURRAY HILL 2-4802 Ghent cand ve yeer Natal suereetion bint 


Minors under 18 yrs. of age will not be odmitted under ony circumstonces | 
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passes 


! 
rigid quality control tests 
| ie 
4 
with 77/7 
Every batch of Bondex—from the raw 


materials through every step in production COLOR CONSTANCY 


to the finished product—must pass many 











LOE — 


tests in our Quality Control Laboratories. 
So exacting are our specifications, that 
our quality test permits absolutely no 















deviation from the standard. 


ADHESIVENESS 


A BONDE> TOMER IS A SA 
AER, because of this Quality Con- 
trol. When a customer comes to you with ae. 
the problem of wet ceilar walls or water | 
penetration of outside masonry surfaces, 
recommend Bondex with confidence, 
because Bondex performance will build 


customer confidence in your company. 






Bondex offers complete protection and 








decoration. Bondex is the original cement 
paint and the only cement paint made with 
the double waterproofed formula, an 
exclusive process developed by our re- 











search chemists 


» 






WATERPROOFING 


AVAILABLE IN 12 COLORS AND PURE WHITE PROPERTIES 









for serious ORDER BONDEX — DISPLAY BONDEA 


water problems, Profit by this comprehensive national advertising program 

LIFE * BETTER HOMES & GARDENS * PARADE * WOMAN'S DAY 
AMERICAN WEEKLY * LIVING FOR YOUNG HOMEMAKERS °* FAMILY 
WEEKLY * SUNSET MAGAZINE 


recommend 


HEAVY DUTY THE REARDON COMPANY Si. Louis « Los Angeles + Kearny, New Jersey 
Chicago « Montreal, Quebec 
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HERE ARE MORE REPUBLIC PROFIT 
BUILDERS FOR THE HARDWARE.TRADE 


YY: Lilium 


FR yn 


| 


: 












CHAIN SELLS FAST when you hove it out where customers can see it and 
handle it. Republic Chain Products are packaged for ease of selling and han- 
dling, like this customer-attracting Steel-Pak (re-usable 5-gallon baked-enamel 
pail) Display. Customers see, stop and buy. Republic supplies all types of 
weided and weldiess chain for every requirement, 








HERE'S ANOTHER WAY to keep customers happy and increase your profits, 
Sell Republic Nails and Staples—a complete line for every home and farm use. 
Also ideally suited to and accepted by the building trades. Heads ore accu- 
rately formed, points are perfectly shaped. Republic Nails and Staples are 
made from wire specially produced by Republic for nail manufacture, 





Uow have 


WHEN YOU STOCK 


There are no lost sales when you stock Republic— 
the complete line, the quality line of headed and 
threaded products. You’re ready to meet every cus- 
tomer’s request—ready to supply the bolts and nuts 
they need. 





And you are selling quality in every sense of the 
word. Republic takes no chances. Quality is con- 
trolled at every stage of production—from raw ma- 
terials to finished fastener. Republic uses its own 
ore, makes its own steel, employs the most modern 
machines and procedures. 








SATISFIED CUSTOMERS hove been buying Republic Stee! Pipe for over 40 


You’re also selling a well-known name, respected 
yeors. And today it's better than ever. The improved Continuous Butt Weld 
Process offers many advantages. Pipe has uniform strength and ductility, tight 


odherence of the galvanized coating, is easily threaded, readily bent. Your 
Republic Pipe Distributor has a full line of this high-quality pipe in sizes Werlels Whidex, Kanige 4 Sli ea 4 


you wont, 
26 
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REPUBLIC FASTENERS 


throughout business and industry—Republic Steel. 

Republic is backing you all the way in 1955 with 
advertising that will deliver millions of sales mes- 
sages each month in the nation’s leading consumer 
and business publications. This means more sales, 
more profits for you. 

Order Republic Fasteners from your wholesaler, 
now. If he doesn’t have exactly what you need, he 
can get it in a hurry—because Republic makes and 
stocks over 20,000 regular types and sizes of head- 
ed and threaded products. Send the coupon for 
more information, 


STEEL 
Shiels aud, SG Pnodubd 
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STEEL 

REPUBLIC STEEL CORPORATION é 

3154 East 45th Street, : 

Cleveland 27, Ohio i 

; 

Please send more information on: ; 

(1) Fasteners (©) Chain (©) Nailsand Staples ( Steel Pipe 

' 

Name - Title : 

Company ' 

} 

Address a ae 

' , } 

City Zone_ State sux «(CO 

; 

2s 2 5 FF FF fF FF FF Ff FF Ff Ff fF 2 On Ok Ose Ok OUekhUOUmr.lhUm.mLUWCU 
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| | Beautiful full figure cutout of fine 6 color 
lithograph of painting by Sundblom Studio: 


the really jolly old Saint Nick. Hand is die- ° 


- a” to hold display card or message 












J $6.00. Assort- 2—48” Santas No. C-511—$4.00. 

ov ment includes 1—48”, 1—31”, 1—20”, Looks life size, fine for big gift deco- 

\. | l—_-17”, 2—-8”. Decorates a good size ration. Kids love this size at home. 
: re, and it will sell for twice the You will sell several sets of these 


: 
itn repeat Sales next year 


*” 


ieee = ee ee 


NI 
Te ons - bi 
a : = 
; : Va Yo % ie yy 
~ » | 


a 















GIANT 























18 Santas—No. C-510—$9.00. Your ae : 8 FT. SANTA 
best buy. Includes 9—8”, 4—14”, 4 , | WEATHERPROOF 
}—17”, 1-31”, 1— 48”. Decorates the W@W 

, . taitele) mel | 
whole store and offers a variety for OR OR OUTDOOR 4 | 
home decoration for every purpose. $15.00 





( | LITHOGRAPHERS, INC. 
¢ 
Ov t eal aa tr 21 South Ninth St. St. Louis 2, Mo. 
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THESE POPULAR (Uellor HOMECRAFTERS’ TOOLS 


are featured in Weller’s big LIFE promotion. Each of these tools is an outstanding value, 
and priced to sell on sight. 





Soldering Kit Soldering Gun Power Sander 


i” erie $4 os 74 aac> 


list list list 


vife 


0 Sot yoursatt jobs 





A PAGE-AND-A- 
HALF IN LIFE, 
OCTOBER 17th 


One out of every five 
customers of every 
Dealer will read this 
issue of LIFE, 

and about Weller 
Soldering Kits, 

Guns and Sanders. 
Complete Dealer tie-in material— 
mats, reprints, posters, display ond 
counter literature will be provided. 


METAL SELLING 
DISPLAY 


featuring all 3 tools. 
For counter, window or 
wall does a big selling 
job in little space. 
Ties-in with LIFE 
promotion. Sets up in 
less than 2 minutes. 


Value *3.00 









A COMPLETE Plus CONSISTENT 









REPLACEMENT TIP ASSORTMENT . NATIONAL ADVERTISING - 


throughout the Fall and Christmas Handym n 
selling seasons—including 6 : 





‘ae Every soldering gun sale | Wllerlins be 
'. offers opportunity for 
profitable repeat business 


full color cover 
advertisements 





PO 
| MF Pp Ula : 
? <M x 











— and the IRHA 
on replacement tips. y Pe Family Gift 
a Here's a basic ae Center 
Dealer stock. Value *6.80 Christmas - 
promotion. Wen, j 





HERE’S YOUR FAST-SELLING, FULL-PROFIT DEAL #55 


Description List Price Dealer Cost 










Weller Display Deal ‘55 65.55 39.18 FUL, 
HARDWARE DEALER BUYS: | WELLER SUPPLIES FREE: 40% 

. Decler ! 
: 0 _ Unit Cost Extensi Valve 
| Qvontity Model escription nit Cos xtension 1 Complete Replecement 
| 2 8100K Weller Soldering Kit 5.30 10.60 | Tip Assortment 6.80 — 6.80 

2 700 Sander -Polisher 9.97 19.94 1 All Metal Display Stand 3.00 — 

1 8250A Heavy Duty Soldering Gun 8.64 8.64 : 








TOTAL DEALER COST 39.18 TOTAL RETAIL VALUE 65.55 













The Impact Of A Page-and-a-Haif All orders for this speciol LIFE promotion must be recenwed by 
in LIFE, October 17th! September 15, 1955. Contact your Hordwore Wholescler NOW 

__ of for further detoils, write Weller Electric Corp., 802 Packer St, 

Easton, Po 


The Weller LIFE Promotion 





INTROOUCIVG MEW OO0RLESE 


DEVOE 


Devoz SCIENTISTS have worked on it for years, 
and here you are . . . the paint that has everything. . . 
the paint we confidently support with a money-back 
guarantee, no matter who applies it! 


e TERRIFIC SALES BOOSTER 


Your do-it-yourself customers can paint an average 
room in an hour .. . It’s dry in twenty minutes and 
you can move the furnishings back right away. 
Brushes or rollers rinse out in water. 


e BIG-SMASH NATIONAL ADVERTISING 


There’s real advertising money behind this new 
product, a campaign in Lire. And we’re helping 
dealers to advertise it locally with a full merchandis- 
ing package. Customers will be looking for the 


30 


Yenyl 


Devoe sign when they see this news, and they 
will see it, month after month. 


e CHECK THESE FEATURES... 
SELLING THIS PAINT IS A CINCH! 


Remarkable one-coat hiding power... on new 
or previously painted plaster walls, woodwork, 
wallpaper, interior masonry. 


Self-priming . . . no special primer needed. 
Wonderful adhesion .. . even on glossy surfaces. 


Excellent coverage _ . 
per gallon. 


. up to 500 square feet 


Self-leveling .. . no brush or lap marks. 
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Easton, Po 











.| Here’s the 
fastest paint! 





WHO 


world’ 




















( fact ij }\ alee J 


pplying! prying! Clean up! 


Expert results guaranteed* 


It’s VINYL and ODORLESS 


WONDER-TONES 


Easy touch-up ... usually without a trace. Limited number of dealerships available 
Send this coupon today for the details 














e You can over-paint with enamel (WoNDER- 


TONES is an excellent undercoat on trim or DEVOE & RAYNOLDS COMPANY, INC. 


woodwork ). 
Qa ce oe oe oe oe cm om oom om oe eo em ce oS «= = 
@ Dries in 20 minutes .. . no painty odor. Devoe & Raynolds Co., In 
Dept. HA, Box 1863 
@ Can be used on radiators ... won't yellow on Louisville, Kentucky 


hot surfaces Please send me specifications and merchandising 
’ c » . 


details on the new Devoe Viny! Wonder-Tones 


(Check one Devoe Dealer | Interested in Devoe Dealership 


@ Highly scrubbable as soon as dry. Simply wash 
with a modern detergent. 


' . » a » . 7 7 

| *This paint has everything. That’s why Devoe Vinyl Wonder- 
Tones have a guarantee to refund the purchase price if Company 
customer is not satished 


4 4 rr , Address 
Vinyl Wonder-Tones are also distributed by Wadsworth . 


Howland Co.. Boston. Mass... and Peaslee-Gaulbert Paint 
and Varnish Co.. Louisville. Ky 


(ity Zoom State 


| 
| 
Name 
' 
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... With full margin too! Under the General 
Electric Small Appliance policy of strictly enforced 


Fair Trade, you are selling more G-E Small Appli- 


ances than ever before—and at a full margin of 


profit! 


Fine appliances, at exceptionally low Fair Trade 


prices have proved mighty popular with your 


customers. 
We re going tocontinue our full-scale campaign 
against all price cutters—because this policy has 


been successful for vou and tor us 


Here’s what we have done to protect 

your margin of profit... 

16,433 Fair Trade Agreements have been signed 
with retailers—/arge and small 


have been conducted in 44 


34.540 shoppings 


states—w herever we had reason to believe 





Here’s what you can do to protect yourself... 






Under G.E.’s Policy of Strictly Enforced Fair Trade... 


You're selling more G-E Small 
Appliances than ever before! 


that a retailer—/arge or smallil—wasn 
observing Fair Trade prices 

6.614 retailers—/arsge and smal/—have received 
one or more registered letters concerning 


alleged violations 


1,222 legal actions have beer 


« +o 
Z> States 


} taKenin 


Here’s what we're going to do... We will 
sontinue to shop retailers in every state that has 
Fair Trade Laws. We will investigate every com- 
plaint of illegal price cutting by retailers on General 
Electric Small Appliances. We will seek voluntary 
agreements to end Fair Trade violations whe 
they occur 

And we State that we will take legal action in 
every case where it 1s necessary to enforce com- 


pliance with the laws 


Fair Trade Means Fair Profit... 





Every retailer who believes that the Fair Trade 
Laws can assist him in building a sound busi- 
ness can be a real help in the campaign by 
following three simple rules 


1. Sign the voluntary Fair Trade agreement 
which he receives from us 


2. Observe our Fair Trade prices 


3. Whenever he has positive evidence that a 
retailer is selling any G-E Small Appliance 
at less than the Fair Trade price, he should 
report it immediately to: 





Fair Trade Section 
Small Appliance Division 
General Electric Company 
Bridgeport 2, Connecticut 


Progress /s Our Most /mportant Product 





GENERAL @@ ELECTRIC 


Small Appliance Division 








Manufacturers of— Toasters - Grills - Irons - Mixers - Coffee Makers - Clocks - Fans 
Vacuum Cleaners - Automatic Blankets - Heating Pads - Automatic Skillets 
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TOUGH, WATERPROOF VINYL 
PLASTIC RESISTS MOISTURE! 


THIN, TOUGH, STRETCHY 
CONFORMS TO ANY SURFACE! 


a - ED 













MENDS SPORTS EQUIPMENT 
OF ALL TYPES INA JIFFY! 








MENT ALL. PLAST 
ANT UBBER RAINWEAR! 


HIGH DIELECTRIC STRENGTH; 
UL APPROVED! 


x 


a eee ee ee ee — -_—— —— 





Remember—of all the electrical tapes on the market 


REG. US. PAT 


today, only one... SCOTCH 33 Plastic Tape 


BRAND 


..1S making new customers for you by advertising new 


uses regularly in thirteen leading national magazines. 








Vo" x 150" rolls: your cost, $3.12 a dozen... your profit, $1.56! 


%" x 260” rolls: your cost, $6.32 a dozen... your profit, $3.16! 


: 
THE TERM "SCOTCH AND THE PLAID DESIGN ARE REGISTERED TRADEMARKS OF MINNESOTA MINING AND MFG rT. PA 6. MINN. EXPORT SALES OFF Ice -* 
98 PARK AVE... NEW YORK 16. N.Y. IN CANADA, P.O. BOX 757. LONDON NTARIO . 
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new 
TEXAS- WARE 


DISPLAY KIT 


shows more...sells 


You can more than double the selling power of 3 ordinary square 
feet of counter space with this newest TEXAS WARE display kit. 
The Pacer display is sleekly designed to obtain the most effective 
use of space without cluttering. Both sides display merchandise on 
two levels .. . ideal for island use. This sturdy, masonite display is 
easy to assemble. Provides attractive grouping arrangement for two 
TEXAS WARE sets and accessories. Directs your customers to the 
wonderful new molded melamine dinnerware that’s keeping pace 
with the trend to carefree living. Let this valuable selling aid start 
to work for you now. 

CHIP-PROOF CRACK-PROOF 


TEXAS WARE 


Products of 
Piastics Manufacturing Company 
825 Trunk Avenue, Dallas, Texas 


Ask your Jobber! 


TEXAS WARE Pacer dis- 
play kit includes two starte: 
sets in any pattern, plus ac- 
cessory pieces, the Pacer Dis- 
play, folders and newspaper 
mats ... packed in I master 
carton. National advertising 
in Better Homes & Gardens, 
Good Housekeeping, House 
Beautiful, House & Garden, 
and Living presells TEXAS 
WARE for you. Tie in with 
this sales-making program .. 
use this new display to at- 
tract maximum attention in 
your store. Ask your jobber 
how you, too, can get this 
new Pacer display! 
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Clear the track Fr — 


LYGCWs EZ 


September-October 


~ STOOL PROMOTION 


Featuring America’s 
greatest step stoo/l value... 














selling the complete 
COSCO Stool Line! 


: z 
Bom | 
 r \" et : - 





i 





Fi 


40-A Posture Step 9-G Posture Kitchen 4-C Step 4-A Step 
Stool, $16.95* Steol, $12.95* Steo!l, $9.95" Steol, $8.95* 


a 
es | 
mm h - 
<= by = 
2-8 Kitchen 3-H Bor 3-G Kitchen 5-D Both 


Stool, $4.65* Stool, $13.95" Steo!l, $10.95* Steol, $4.95* 


*Retail prices shown 
Slightly higher Colorado and west, and in Canada 














Model 4-M Step Stool: Al! steel and all style! This streamlined beauty comes with sparkling chromium or 


fashionable black enamel finish, washable Duran upholstery in six smart shades. Priced to move, at $12.95." 


It’s straight from the horse’s mouth... 


you can’t lose on this fast-moving Cosco promo- 
tion! Four great magazines are carrying COSCO’s 
colors... and Cosco is following up with a hat-full 
of free tie-in sales aids. Get with it! Ask your distributor for all 
this material, and get your free copy of Cosco’s new Plans Book, 
containing valuable sales ideas and a complete catalog of free 
advertising and display aids. And be sure to stock and feature the 
complete Cosco Stool Line... to keep your store busier than a 
two-dollar window, all through September and October! 


HAMILTON MANUFACTURING CORPORATION « COLUMBUS, INDIANA 
Makers of Metal Household Furniture 





9.628.151 colorful sales messages 
reaching nearly 30,000,000 COSCO prospects! 


Don’t horse around! Order stock and sales aids today! 
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NOW! FOR LIMITED TIME ONLY! 


3 Big Package Deals 


FREE! 
offered by famous, fast -selling & e $25 “Self-Selling” 
PROTECTALL SAFES Why Worry? \ merchandiser ond 


$10 life-size Indian 
Be Protectall Sate Girl display given with 





a * ee ’ 

your order for 2 “Veep’ Safes, 2 
“Executive ’ Safes, 2 “Security” 
Chests and | “Custodian” Wall 
Safe .. . all for $268.00 F.0.8. 
Hamilton, Ohio. 
Ver: handi SePre is SuUCCESS- 
prot ed / ses ( hain store 
point-of-sale technique. 
Groups Protec tall unus for 
lou “price, value. variety lim- 
pressions / 


FREE! 

‘“Self-Selling”’ 

Merchandiser 
given with your order for | 
“Veep Sofe, | “Executive” 
Safe, | “Custodian” Wall Safe 
and 2 “Security” Chests . . . all 
for $164.50 F.0.8. Hamilton, 
Ohio. 











FREE! 

Life-size Indian 

Girl display 
given with your order for | 
“Executive Safe and | Veep’ 
Safe . . . all for $103.50 F.0.8. 
Hamilton, Ohio 


America’s fastest-selling quality 
safes sell faster than ever when 
they re grouped and merchandised 
with these suc ess-proved modern 
displays. And with Protectall you 
offer low prices, genuine Under- 
writers’ certified “CC” label pro- 


tection. brand-new stvling. colors 


ensit i 


to suit your Customers’ preferences 
the biggest protection values in 
America! Mail coupon, today 
Order vou! ‘package deal.’ or 
send for complete Protectall cata- 


log. Start making money with 
Protec tal] right iwa\ 


HURRY ! Get in on one of these profitable package deals, NOW! 


Prote: tai 
Han , 
See Protectalil's Exhibit at the Please send he 
Lr N.S.0.E.A. Convention—Booth 152, 9! “yom § Deal © 3 
| lea 7 103.50 
ut Conrad Hilton Hotel, Chicago, Oct. 1-5 ah we 


FIRM NAME 


Protectall Safes — -»: sai 


HAMILTON, OHIO ADDRESS 
DIVISION OF THE MOSLER SAFE COMPANY CITY ZONE STATE 
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For top-quality replacements 


Sylvania Fluorescent Starters 











Automatic. a 
eset 
for 20-watt Lamps 


NEW 





ROBOT cop FS2-NA 









Now you can offer the famous Sylvania ROBOT COP 
(cut out premium) for use with 20-watt lamps. The 
new FS2-NA broadens the premium ROBOT COP line 
—lets you sell the automatic reset feature for every 
standard-start fluorescent application from 20 watts 
through 100 watts. 

The ROBOT COP line is the famous Sylvania line of 
starters that cut the lamp out automatically when 
lamp fails or line voltage falls too low—and cut the 
lamp in again, automatically, as soon as trouble 
is cleared. 

For full-line ROBOT COP sales, remember the new 
FS2-NA for 20-watt lamps. 


SYLVANIA STARTERS COLOR-CODED 


The Sylvania poo dnalaieeaiieatas 
Precision Starter line 


Starter business is important business when you 
sell the top-quality Sylvania line. Just remember 
these three suggestions for on-the-job satisfaction: 
1. where low-voltage conditions are a recurring prob- 
lem—fully automatic Sylvania Robot Cop starter. 
2. where the flicker of failing lamps is a problem— 
Sylvania Cop Manual Reset. 3. for the finest in 
standard starters—Sylvania Glostat starter. 











FOR COMPLETE INFORMATION 


Sylvania Electric Products Inc. 7 — , 
on the Sylvania quality line, mail coupon today 


Lighting Division, Salem, Mass. 
In Canada Svit ania Flectric Canada Lid. me meee eae 
University Tower Building, Montreal 


4 | ay ’ | ghiting } : ’ : eits 

f K | }? ease send me a free Dy of 
| ; ler WD 419. Syivania guaranteed Fluorescent starters 
| ana ini yf mat n mn the new } S72 NA ROBOT ( (oP Starter 


...» fastest growing name in sight 
DY LIGHTING - RADIO - ELECTRONICS - TELEVISION - ATOMIC enercy | City Sie ie 
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it’s the 


: 
After exhaustive tests by 
McCall’s Test Kitchens, the “al 
Dazey Canaramic was awarded 
McCall’s famous “USE 
TESTED” ‘Tag. As MecCall’s 


says, “The new Dazey 











Canaramic makes can 





opening a cinch!” And, 
from now on—all Dazey 
Canaramics will carry this 


sales-clinching tag! 





DA ZEYyY 


PR 2... 
J a d 
A 


n * d 
Z, 
f . 
7 / 
; f 
- 
7 1 
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a) ...and for Extra Profit feature 
Wythe NEW PAZEY all-purpose Kitchen Mixer 


a. § Packed in colorful self-selling display 
| | carton to retail at §$ 495 


\ 
( N)\ 
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No. 805 illustrated. The new Dazey all-purpose Kitchen Mixer isn’t just 


Also av ailable, No. . ° ° ’ 
810C Heavy Duty a beater — it whips, mixes, blends and even purees! 
Kitchen Mixer 
with exclusive 


adjustable handle everything from one egg to a heavy cake batter! 


Top value at 


Scientifically designed stainless-steel beaters beat 


$695 For all the facts on this super special, con- 


tact your local Dazey wholesaler—or write us direct. 








YOU GET THIS FREE! 


A 354 Rubbermaid 
bow! scraper is packed 
with each No.805 mix- 


St. Louis 7. Mo Good Housekeeping er atno extra charge. 
: : : eri 














want those FEDERAL 
PLINK pans 





I saw in LIFE ! 


If, by rare chance, she misses our FULL PAGE in 
Life, she'll see FEDERAL PINK PANS. in Good 
Housekeeping, Woman's Home Companion, Amert- 
can Home. PINK is the fashion color of the year. 
FEDERAL has a complete line of PINK Porcelain 
Enameled Ware at irresistible low prices. Will you 
have the Federal Pink Pans when she asks for them? 


oRY , 
SPECIAL INTRODUCT IF YOU'D RATHER HAVE 
OFFER #PBi0E 


+ each item (42 piecet) PINK PANS THAN A PINK FACE— 
il ORDER TODAY! 


, -ost only . , 
Your cos #PBBO Percolctor with SPBO2W 2 at Soue SPB52 Combination 


' 
s 
assortment 82 ib cluminum inset 8-cup pon with cover 99« cooker 


f 
' 
weignt © . eve oble size. 1 69 five woys. | 


Add once 


tem 


#P6870 5 at Tec kettle #PB920' W indsor SPB!2 Ovo! dishpons, 


a shope open soe 9% at, | 39 FEDERAL ENAMELING & STAMPING COMPANY 
pons. Set of three #PB) 4 Round dish 


y%, | 5 ats. | 49 pons, |l'/ at 319 PITTSBURGH 36, PA. 


(Suggested retail prices—Silightly higher in West ond Concdo) 


FREE ADS, DISPLAYS, STREAMERS TO TIE IN WITH NATIONAL ADVERTISING 
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Advertisements like this, appearing regularly in regional! 
farm popers, are catching the attention of fence buyers. 


ASK YOUR JOBBER...about Bethlehem Fence 
...Steel fence posts ... barbed wire... 
nails and staples . . . bolts and nuts 
... bale ties ... baler wire . . . clothes 
line and other Bethlehem products. 


BETHLEHEM 
FENCE 


. eS 
PT he kal | nd 
— ae ae nl 
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NOW-a NEW IDEA in jet pumps 


Here is why 
you will want fo sell 
this really new p mp 


\ 
*® MORE SALES \ 


S MODELS are 
furnished with 
correct venturi 
and nozzle for 
top performance 
on suction lifts to 
25 feet 


At last you can offer more cusfomers the pump they really 


need. With the 3-way adaptableYet bodies, highest possible 
capacity is available at any desited pumping depth. With 
i change in water level, top perfQ&rmance can be obtained 
by changing the nozzle and ventuti and at a very reason- 


able cost. 


eo MORE PROFITS 


Stock one basic pump and the 3 intercl 
With this new idea in jet pumps you Can cut your pump 
inventories and investment, increase you 
offer the most popular water systems. 


e FORGET SERVICE HEADACHES 


C MODELS are 
convertible for 
shallow depths to 
40 feet using the 
same jet assem- 


ngeable jet bodies. 


Merc ver and still 


D MODELS are 
engineered for 
' top capacities and 
\ efficiencies at 
depths to 80 feet 


NOW a low priced jet pump engineered and\built to give 


years oft trouble-tree seTVICe The 
QUALITY goes into these pumps 


have known tor 67 Veal’rs 


MOTOR 


Capacitor type — moisture proof 
— built-in overload protection. 

e 
MARK 3-WAY JET systems are 
available in a wide selection of 
tank sizes. 
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Same high MARK 
that vour\ customers 


Don't lose sales -Be Prepared! 


For complete information-Mail this Coupon 
j Clayton Mark & Co., 
} 1900 Dempster St., Evanston, Ill. 


| Send me more information about the MARK 3-WAY JET, 
| prices and the PROFIT STORY. 
| 


y NAME 
| ADDRESS _ 
CITY ZONE___ STATE 





























RESINITE TRIPLE SPRAY surpasses all other 
flexible sprinklers in performance and in sales! Ex- 


clusive new triple tube design with larger cente1 


tube Sprays tal more water. much more evenly 


covers over L OOO sq > with a gentle rain-like 
mist. Sprays upward only. 


Rich, brilliant green vinyl plastic. Thick, tough 
walls. Weather resistant. Superb quality that stays 
sold. Attractively packaged tor compelling eve ap 
peal. Priced for volume sales. List: 25 ft. $3.75 
°50 ft. $5.75. Pkd. 10 - 25’ /ctn. 5 - 50°/ctn. 40% 


dealer disc. on full cartons. 


OTHER RESINITE QUALITY CONSUMER PRODUCTS 

e Twin Tube Flexible Sprinklers 

e Single Tube Soaker Sprays 

e Do-it-yourself plastic underground sprinkling 
systems. 


=. 


BRASS COUPLINGS 
Resinite Triple Spray Sprink 
lers have nickel-plated brass 
couplings and end cap for 
easy flushing 


¥ 
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— - GOLD STRIPE 
esinite ape hose 


Acknowledged to be the very finest hose made. Exclu- 


sive new vinyl compound gives remarkable strength, ex 
treme flexibility, far longer life. Non-kinking. Beautiful 
bright green with distinctive gold stripe. Machined-brass 
re-attachable couplings. 1 


* and % . 25 ft., 50 ft 
75 ft. lengths. Handsome new packaging. Its the quality 
hose that builds goodwill. 


K 


esinite gre FEA 9, 


Fine quality at a popular price. Transparent green vinyl. 
Sturdily built for long life. Full-flow brass couplings. 
25 ft., 50 ft., 7 





15> tt. lengths. 
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Resj, ; 
| ind 
/ Name 
ee 
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| Stor, *Prink) rs 
® | 


F on 
oT a ee 
City 
esinite ——— 


Whe 

holesaler ; 
SOLD BY RESINITE SALES CORP 
MANUFACTURE OD 








SANTA BARBARA, 
. rae 


CALIF. 
I 


NDUS TRIES, 1 





nC. 


hercocel 


FOR PRODUCTS ON THE MOVE 


“TS 





@ EASY TO USE— All it takes to operate t 


is inger-tip pressure on the center bar 


is Soon as pressure is released 


\s good looking a> it ls lune tional. the new Dormeyer “hE dge- 
Well” Knife and Scissor Sharpener is a valued addition to any- 
one's kitchen. One sharpening wheel quickly gives a perfect edge 
to knives of any size or type; the other wheel restores scissors 
to “like new cutting condition. 


Like <0 many products today, the *kKdee-\ ell 1s molded with 





Hercocel \— Her: ules~ cellulose acetate. OnY’-wearing and dur- 


@ MADE TO LAST—A product of the Dormever Corp.. able. Hercocel is the periect plastic tor produ ts that must stand 
Kingsbury and Huron Sts.. Chicago 10. T.. the 


“kdge-Well” is guaranteed by the manufacturer { 


up under hard usage. And Hercoce!l lends itself to modern stvling. 


one year against defects in material or workmanship provides a finish that means extra sales appeal. In design. produc- 
Hercocel housing by Plastic Precision Parts Co : 


2535 West Madison St.. Chicago. II] tion and sales. versatile Her: ocel keeps produ: ts on the move, 


Cellulose Produc [s Department 
HERCULES POWDER COMPANY 


924 Market Si.. iimington 99 Pel. 
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It's BIC...and SELLS BIGGER 


‘cj -4 bi", {eo} & wr ALL-WEATHER 


wow Ronch Stile MAIL BOX 


* 3 over 17” long 
Designed by Charlies Masso | ; ' 


Patent Applied For 


Griswold mail box retails at $8.95 
at full dealer mark-up 


_—— 
Chile wo 
= Rod 7 ee 


— son Every time a customer grabs the solid brass ring of this new, king-size, rust-proof 
a PAC - 7 
cf , wee ety ; , ry 
jift P pik Tet! nr 495 heavy-gauge steel mail box. that cash register of yours will ring his mode r) 
: ~~ mare OS 7 o- 
ove OF 


din oP black-matte-finished mail box is designed to close automatically. it’s large enough 
» A 
to hold the biggest magazines (and keeps them dry and unwrinkled it | 


iil 
smart enough to be at the front door of the finest homes 
enough to outlast the home it adorns' 


weather’ sturdy, 





its features sell it... but here's MORE help... 


YOU GET THIS DISPLAY FREE 


with first order of one dozen Ran h Stvle Mall 
Boxes’ A Window or In Store Display Ask 


your wholesaler or write 


The Griswold Ranch Style Mail Box ) 

is made by the makers of Griswold Cs Ww | AL @, Fy ) 
ironware, the standard of American 

housewives since 1865. Ironware 


now also available porcelain-clad MANUFACTURING CO., 


ERIE. PA 
in colors,and black and white. 
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OTe} asl-mumamci-)' 


win *1,000.00 


in your “BRIGHT FUTURE’ Westinghouse Light Bulb DEALER DISPLAY CONTES1 
or any one of 10 prizes totalling more than $1,850.00! 


HARD-HITTING ADS for Westinghouse Bulbs 
tell your customers to look for display ! 
Special emphasis on revolutionary new Eye- 


Saving Bulbs! 


Vou? 


FREE WALLET! Every entry in the “Bright 
Future” Dealer Display C ontest receives | RI t 
a top-grain leather wallet inscribed by TV's 
super saleswoman Betty Furness of “Studio 
One.” Mail coupon now! 


46 


Free display materials make it easy! Here’s all you have to do... 


First: Mail coupon below! We'll rush 
your entry blank with full contest details 
: PLUS your colorful, traffic-boosting 
“Bright Future” Display Kit PLUS 
your order form for loads of other free 
display materiils 


Second: Build a Westinghouse Light Bulb 
Display in your se the “Bright 
folder included with your display 
materials 


store 
Idea” 


Third: Submit a snapshot of your display 
along with your entry blank. 


That's all 
judged on the basis of originality and use 
And remember: you 


| stores ot 


there is to it! Entries will be 
ol display material 
compete only wit! 
So don't miss out! Contest ci 


your own type: 
‘ +e, toher ; 


MAIL COUPON NOW! 


Westinghouse Lamp Division, Dept. HA-2, Bloomfteid 


YES 
Futu 


Dealer D> splay Contest’ Ru 


Display t. order form for other free display n 


“ 


Register me as a potential WINNER in 


the 


DOlansz 


Brig! 


eTia 





$treet 
City ‘ ee ee 


Zone State 


you CAN BE SURE...1F ITs Westinghouse 
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__DEALERS...There are 2/G PRO///5' 


TO FUEL TANK } <= BPS ALL 
\-Z> POPULAR TRACTORS 


THE ONLY MULTI-FIT TRACTOR FUNNEL 


SAFER... FASTER... NON-T1P 


Now is the time to feature this funnel for volume sales. 
Every tractor owner is an immediate potential cus- 


“ry and every sale brings yo big profi S. 
EXCLUSIVE LOCK.ON tomer and every sale brings you dig profits 


FEATURE prevents tip- TL. ** —_— Donen 99 — , ry — a 
sine nt dafliien, Gee The “Mutti-Fir’’ Lock-ONn TRACTOR FUNNEL has a 


nomical— Safe! three way locking device that fits the gas tank filler 
necks of all popular tractors. 


THE ONLY FUNNEL TO OFFER ALL THESE SALES FEATURES 


e Exclusive Patented Design. e Fits all popular tractors. 
LEAVES BOTH HANDS , : 
FREE for faster, easier e Locks quickly and easily, same 
refueling. Positive air ~ as any gas cap. 
vent in lock provides a ~ 
steady, rapid flow. 


«Made of heavy galvanized 
steel. 

e Priced low for volume sales and 
profits for you. e Steel wire ring reinforced bow!l. 


STOCK UP NOW! Order From Your Wholesaler. 
Mail Coupon Today. 





General Metalware Company, Dept. HA 


REMOVABLE FINE MESH 1401 Centre! Ave. N.E., Minneapolis 13, Minn. 


BRASS SCREEN filters fuel. 
Held in place by retainer 
ring. 


Please send 
, Mere information. 


| Name of neorest wholesaler. 


Name 


a ee, eee ee 





Company Name 


GENERAL METALWARE COMPANY Address 


MINNEAPOLIS 13 MINNESOTA 


Sees 
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Cat. R240 
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Builder's Special 
Cat. 2540 


< 


“Let’s handle 








A good line of hinges to handle’”’ .. . that’s 
the trade’s way of saying, “We like to sell 
Griffin products”... “Griffin gives good 
service ... they back up their product... 
they never have and never will cut their 
quality . . . our wholesaler-supplier likes 
everything about the firm’s policy . . . and, 
our customers like the product.”’ 


























Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 
















NEW VISIPAKS — Order by 
the carion of individual VisiPak 
carded items. 


Cat. #BB197 Template Butts, Button Tips 
with permanently attached Bearings 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 






‘. ’ 


HARDWARE AGE, SEPTEMBER 1, 1955 










STANSTRIP PRESENTS AN IMPROVED 
PRODUCT PACKAGED IN POLYETHYLENE 


For the big DO-IT-YOURSELF market 
».- dramatically displayed 





NOW! A terrific NEW Package... Clean and Clear 
. Shows Product Better... Sells on sight. The 4-color 
picture on polyethylene bag sells StanStrip in use. 























PLUS... 


tHis FREE 
DISPLAY! 


Weatherstrip 


for the bottom of 
overhead-type garage doors 

















Cushions ... Seals... Protects Garage Doors. StanStrip 
is a live rubber, long-lasting product. When nailed to the 
bottom of an overhead-type garage door it acts as a 
weather seal... prevents rotting, scarring or splintering. 
Saves money ... pays for itself. 





y ; f* 
STAN STRIP SEALS OUT OUST. | 
BAIN SHOW AND SLETT 
FROZEN DOORS OPEN LASiLY’ 


2 oo 








Thousands of Retailers Acclaim STANSTRIP 
a Best Seller for DO-IT-YOURSELF Market 





In 1954, StanStrip was introduced to the tremendous 
Do-It-Yourself Market. It caught on like wildfire. 
StanStrip is now handled by thousands of retailers. 


*lT rademark 





You make 40% profit margin on 
the Display Deal: 15 pieces of 
StanStrip plus the Display. 
Display includes a demonstra- 
tion block with StanStrip nailed 
on. Ask your Jobber about this 
big SELLebration Deal. 


The Standard Feoducte Ce, 


Building Products Division * Port Clinton, Ohio 
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Wrought Steel Butts 
Cat. $R240 


's handle 
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Builder's Special 
Cat. 2540 


‘A good line of hinges to handle’... that’s 
the trade’s way of saying, “We like to sell 
Griffin products” ... “Griffin gives good 
service ... they back up their product... 
they never have and never will cut their 
quality . . . our wholesaler-supplier likes 
everything about the firm’s policy .. . and, 
our customers like the product.” 

Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 


NEW VISIPAKS — Order by 
the carton of individual VisiPak 
carded items. 


Cat. =BB197 Template Butts, Button Tips 
with per.nanently attached Bearings 


“since 1899” 


MANUFACTURING CO. ERIE, PA. 
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STANSTRIP PRESENTS AN IMPROVED 
PRODUCT PACKAGED IN POLYETHYLENE 


For the big DO-IT-YOURSELF market 
..- dramatically displayed 





NOW! A terrific NEW Package » « « Clean and Clear 
... Shows Product Better... Sells on sight. The 4-color 
picture on polyethylene bag sells StanStrip in use. 

















rHis FREE 
DISPLAY! 





Weatherstrip 


for the bottom of 
overhead-type garage doors 
















Cushions . .. Seals... Protects Garage Doors. StanStrip 
is a live rubber, long-lasting product. When nailed to the 
bottom of an overhead-type garage door it acts as a 
weather seal... prevents rotting, scarring or splintering. 
Saves money ... pays for itself. 


overhead 
goroge 
doors 
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Thousands of Retailers Acclaim STANSTRIP 
a Best Seller for DO-IT-YOURSELF Market 


In 1954, StanStrip was introduced to the tremendous 
Do-It-Yourself Market. It caught on like wildfire. 
StanStrip is now handled by thousands of retailers. 


* Trademark 








You make 40% profit margin on 
the Display Deal: 15 pieces of 
StanStrip plus the Display. 
Display includes a demonstra- 
tion block with StanStrip nailed 
on. Ask your Jobber about this 
big SELLebration Deal. 


The Standard Feoducte Ce, 


Building Products Division * Port Clinton, Ohio 
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Is the 


Color, its past, present, and future 
oy’ Paint exhibit in Disney- 
pia ~ 


Lisp 


of the “Dutch Boy 
As you'd expect, the exciting « 
" Color Gallery. 


land. 
built around the “Dutch Boy 
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in Disneyland 


creates a land of promise for 
every “Dutch Boy” Paint Dealer 
_ from Coast to Coast! 


















Disneyland, fabulous new California devoted to industrial exhibits. 
wonderland, opened in July. 
Think of it! 5.000.000 visitors a vear' 


And with Disney’s big drums behind And practically every one will see the 
it — his top-rated T-V show, his inspired “Dutch Boy” Paint exhibit — named for 
publicity—it’s packing them in. 5,000,000 the “Dutch Boy” Color Gallery. No paint 
people a year is the estimate. is sold but every visitor is reminded to 


Ti 
’ ’ yy sé 
see the Color Gallery at (OnM) Dutch 


This is a spectacular promotion Row” 
opportunity for “‘Dutch Boy” dealers. 


deale) iii isdpeil (iil vi home rown. 


“Dutch Bov” dealers, talk Disneyland 


For two reasons! | 
up. Your paint has scooped them all. 


First, because Disneyland is “Dutch 


Bov” Paintland. Main Street, Adventure- Talk it up to your customers. Tie your 
land, Fantasyland, Frontierland, Tomor- store, your cash register, your paint sales 
rowland—they’re all painted with“ Dutch into the BIG SELL of Disneyland. And 
Rov” Paints. Inside and out! depend on National Lead to back up your 
tie-in efforts aggressively with sugyes 

Second, because “Dutch Bov” Paint is tions for local advertising, local news re 
the one and only paint picked by Disney leases, window posters, and direct mai! 





for display in Tomorrowland — the area pieces. 















The make? of pi ie} Ro ;- Paint 


NATIONAL LEAD COMPANY 


(4 ‘ (jf ‘ | J J [3 (atv j \ / Y ori , \, y. 








This is Tomorrowland, Walt Disney's fabul 
showplace of the future. Here, hand-picked by 
Disney, “Dutch Boy” Paint is the one and onl) 


paint on display. Here, every visitor is reminded 





sour ‘Dutch Boy dealer in jour own home 





HARDWARE AGE, SEPTEMBER Il, 






— 


lt» . 
1 wih Dv 


Signs self? 


You Davis folks, says an old paint dealer, 





Sent me a sign that’s a real appealer 













It’s an agency sign, and it looks real] pretty 
So I’ll say thanks, with this little ditty! 








Last year you put “Scotch Lite” out on the road, 
My... how business growed! 


In ’53. it was a clock on the shelf... 


Got so busy, couldn’t watch it myself! 






Good signs, sellin’ good paint, make a good pair — 
When it comes to good paint, you’ve got it for fair! 
“One-coat” for walls, and “One-coat” for the exterior 


~- -— —_—— _ —— — ——s -_— 


bigs 


otf 


oa PAINTS 











OF ‘gp, DAVi» 


©. PAINT 
_ KRONE HARDWARE (0. 


SERIOUSLY, we're proud of our signs, 
and of our paint. If you’ve been doodlin’ with 
either ... now’s the time to do it with 

Davis of Baltimore! We don’t promise 






| 


| 


' 
b 



















the moon... maybe just enough profits 


for a vacation there some day. | nag RUSTE. 
PERHAPS... There’sa franchise open 


Can you finish our writer’s poem on signs that sell? 
in your town... It will be worth A genuine cowhide “2-suitcr” goes to this 
month’s winner. Last word should rhyme 
with “Exterior.” Submit your entry today! 
(Contest expires September 30, 1955) 

















the time to investigate. 






Mail that coupon! 





— me ce wee ee ee ee eae ees eee ee ee ee eee 


rik H. B. DAVIS CO. 
1701 Bush & Severn Sts., Balto. 30, Md. and Savannah, Ga 


Gentlemen: No more doodlin’ for me! Tell me how 

to Deo it with DAVIS! 

NAME 

COMPANY 

ADDRESS 

Ss CITY ZONE STATE 


vr 
tw 
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...66% 
MARKUP 


onsets! Tp AFIITE 


New weatherstrip for DO-IT-YOURSELF market 


BRINGS YOU NEW PROFITS 

















DRAFTITE 


seal that initially has received wide ax 


a new weatherstrip door 
ceptance by both dealers and customers 
alike. 

DRAFTITE 


trating drafts or dust 


seals doors against pene 
Pavs for itself in 
reduced fuel bills 





SALES IMPACT Lex 
ys ‘ YOUR MARKUP 66% 
COUNTER DISPLAY Ae Order your 
gt : stock now — DRAFTITE . nationally advertised to 
FURNISHED e Sx sell for $2.49 ...a complete par kage 
£ eS - see your 17 feet of weatherstrip to seal the largest 
FREE y it  £ distributor stock door. Y our cost is $1.50 per package 
. o/ * TRADEMARK 
* 





Nationally Advertised 


to bring you sales 


Full-Page Color Ads tie in with DO-IT-YOURSELF issues... 
September Popular Science...October Popular Mechanics. 4,300,000 


readership circulation! 
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BUILDING PRODUCTS DIVISION « LEXINGTON, KY. 















DOESNT PAY! 


..except when you 

tie in with the big 

G-E Bulbsnatching 
Promotion and 


then... WOW! 


Now’s the time to make your store anti- 
bulbsnatching headquarters! The hottest 
campaign General Electric has ever launched 
against bulbsnatching begins on October 1. 
Full-page advertisements in READER’S 
DIGEST, SATURDAY EVENING POST and 
LIFE, plus the famous half-hour NBC-network 
show, ‘MEDIC’, will reach tens-of-millions of 
your Customers. 


One of G-E display 
aids is a 4 foot high 
cut-out of Pug and Slug. 





It will pay off big to plan extra displays 
now! You'll be selling the most wanted brand 
of light bulbs in America. In recent store 
tests, General Electric bulbs outsold a com- 
petitive brand 2-to-1 when displayed side-by- 
side in identical racks! G-E bulbs are used. 
recent survevs show, in 95% of all American 
homes! 


To sell the most G-E bulbs, display plenty of 
the 60- and 100-watt sizes in the 4-bulb pac k- 
age. Put up the free General Electric display 
material. And wafch your bulb sales boom! 


a HERE'S THE BACKING YOU GET! 


BULBSNATCHING 


DOESN'T PAY! 


ee 
, Sze 


TELEVISION COMMERCIALS on NBC’s Mon- FULL PAGE ADS in - READER’ S “DIGEST, FREE DISPLAY MATERIAL — cut-outs, stream- 
day night award-winning drama.. MEDIC! SATURDAY EVENING POST and LIFE. ers, banners, bulbholders, tuck-in cards. 


gree eal 
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Store Modernization 
















Adequate Display Space 


Kneourages Impulse Sales 


Housewares volume up 600 
percent, power tool sales 


increase 100 percent when sufficient room for complete displays of his lines, spa 


0 displa: on lines thi 

dealer builds new store personal selling, in a well-lighted, modern 

In 1aci a‘ store D liding in tne “Al 

with facilities for displays re Seennee dieelh saciid cia | 

r r¢ f ispias } I \ i l I I 

crease in sal without any substa rea 
of full lines inventory over a store that does } \dequat 
display I 

This was the case with Crow Hardware Co., 4900 


Charlotte Ave. in Nashville, Tenn. Within one mont 


after moving into a new store b iilding. t} dealer 























ROLLER 
AINTER 


f 
cfomerc moke 
We ; > 2 


shelves well stoc 


housewares volume was up 600 pct, power tool sales up 
100 pct, and there was substantial improvement in 
sales in many other departments. 

These increases are attributed by W. R. Crow, the 
store owner, to the fact that in the new store he had 
better display facilities in a well-lighted room, an 
improved front which attracted traffic off the street 
in his suburban shopping neighborhood, and also to 
the fact that the improved displays brought in more 
women customers. 

“Women thought that I had added a number of new 
lines,” says Mr. Crow. 

“Il had always had a good stock of modern house- 
wares lines, but until I moved into the new store I had 
not been able to show them to advantage.” 

Power tool sales also showed a remarkable increase 
because of improved display facilities. 

“I show more tools than many other suburban 
dealers do,”’ Says Mr (row. 


Complete lines are stocked 


“My store is in a residential area where the people 
earn fairly good salaries. They do much of their own 
home improving and maintenance work and they want 
good tools. 


“I have fewer lines than some dealers. but every 
line that I handle is complete. I am sold on the advan- 
tages of having a complete line.” 


36 


Mr. Crow’s new store is only one block from the 
store that he had occupied for 10 years. Volume had 
been declining at the old location, and he attributes 
this to the fact that he just did not have the facilities 
for adequate displays. 


Good lighting is important 

The new store has an angled visual front with a 
double door center entrance. Merchandise displays are 
right up to the front window and attract attention 
from both foot and motorist traffic. There is also some 
space in front of the windows for sidewalk displays. 

The new store is brightly lighted during the day and 
at night, with 11 ceiling fixtures of two 8-ft fluorescent 
tubes each. The floor is of concrete with a red color 
mixed in. Wall fixtures are painted in pastel shade 
backgrounds with different colors for the various 
departments. Mr. Crow feels that this is a merchan- 
dising advantage so regular customers will recognize 
departments by colors. 

A large sign, “Crow Hardware,” extends across the 
front of the store above the display windows, outlined 
with neon light. 

The store is 50 ft wide by 75 ft deep. There is 
space at the back where Mr. Crow plans to construct 
a storage unit. 

The building was built by a contractor, but Mr. 
Crow purchased all of the materials on a cash basis. 
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Eastern firm induces local 
merchants to co-sponsor parking 
lot and remodels store to 
attract bulk of trade through 


entrance from rear of store 


~ oe 


75% of trade uses rear parking lot entry 





Most hardware stores have their displays arranged The store's attractive Germantown Ave. entrance 











to appear most attractive from the front entrance is just 20 ft wide. When the parking lot was created 
of their display rooms. an 80-ft extension was added to the back of Hill 

Hill Hardware Co. at 8615 Germantown Ave. in Hardware, including four show windows and a 
Philadelphia has its better displays nearest the rear modern-style doorway. The parking lot has a 32-car 
entrance opening onto a parking lot sponsored by a capacity. Last year more than 54,000 cars were 
number of merchants in the district. parked in the lot. 

Fully 75 per cent of the store’s traffic enters During the first vear of operation of the parking 
through the rear entrance. On Saturdays the per- lot sales rose 22 per cent for Hill Hardware, and 
centage is as high as 90 per cent from the parking showed a gain of 38 per cent during the first quarter 
lot. of 1955. 
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Attractive parking 


~y rr “rf r > la Te / r ry ; a 
Cispiay windows w open backs and narrow shei/ving 


Lloyd P. Wells, president of Hill Hardware, was 
one of the merchants in the area promoting and pay- 
ing for the purchase of the parking lot. 

He says, “This parking lot is the greatest business 
builder which Chestnut Hill merchants have ever 
had. With parking meters lining the streets and 
limited parking facilities in the immediate neigh- 
borhood, motorists just drove to other shopping 
districts even though they had to drive greater dis- 
tances to patronize those stores. 

“Now the picture has changed.” 

During the remodeling of the store, all overstocks 
were moved to the second-floor storage area. This 
enabled Hill Hardware to increase its store display 
Space by almost 40 per cent. New fixtures were built 
to dramatize more merchandise. Table-type fixtures 
were eliminated in favor of poles attached to floor 
and ceiling for supporting glass shelving or for show- 
ing merchandise supported by hooks. 

Wall displays are comprised of adjustable glass 
shelving for some merchandise, wooden shelves fo 
heavier items. Perforated panel board is used fo) 
backgrounds for most wall display sections, and fo: 
some of the middle-of-the-store merchandise. 

Much of the merchandise excepting paints, tools, 
fasteners and small hardware items is shown as 
individual samples, delivery to the customer being 
made from overstocks. Customers buying pots, pans 
small appliances, glassware or kitchen utensils re- 
ceive stock from the storage room. 

To use light to enhance the appearance of mer- 
chandise the store uses colored flexible spotlights 
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red being the tone which shines on pots and pans, 
yellow for glassware. Flexible spot and flood lights 
are suspended from trolley ducts running crosswise 
along the ceiling throughout the first floor. 

Display posts support some merchandise on hooks, 


other items being suspended from pegs inserted into 
the uprights. Garbage cans, buckets, baskets, p iils, 
watering cans, oil cans and a variety of other mer- 
chandise is shown on these tree-like units. 

Flexibilitv is an outstanding characteristic of all 
of the store’s display equipment. 

Mr. Wells says, “We can take down a display and 
replace it quickly, and can change location of our 
vertical posts to expand or contract departments in 
line with seasonal needs. Our store caters to sub- 
urban dwellers, and we must key our displays to this 
type of shopper.” 

A shallow pond was constructed in the store for 
gold fish and water plants. Indoor plants are also 
growing in other parts of the store in containers of 
earth fitted into the floor. A glass door opens out 
into a garden mart used in the spring and summer 
for merchandising plants, shrubs, bulbs, fertilizers, 
peat moss and related garden requirements. 
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Back-to-School Toy Promotions 


How a Wisconsin dealer cashes in on demand for toys 


to amuse children left at home when school starts 


Consider September and January 
for special promotions in your 52- 
week toy department. 

Here is the psychology back of 
these two months, during which 
sound promotions stand an excellent 
chance of boosting your toy volume. 

In many homes there are children 
of both school and pre-school ages. 
When children trudge off to school 
there is a void left in the play life 
of the pre-school children at home 
Parents buy extra toys to fill such 
voids. 


mpresses 
stomers with wel 


deport- 
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In September this situation is 
especially noticeable, W ith the schoo! 
children going back to start the new 
term. Again, the situation prevails 
in January, when the glamour of 
Christmas toys has worn a bit thin 
and the older children go back after 
the winter holiday. 

An upswing in toy sales during 
September and January was noted 
Milwaukee, Wis. hardwars 
dealer, Hinz Hardware, at 8725 W. 
North St. Robert Hinz, the owner, 
checked into the situation and found 


by a 


that his customers 


were parent . 


buying tovs for pre-school age 


children whose older brothers and 
sisters were going back to school, 
and who had to find ways to amuse 
themselves. 

Since then, Mr. Hinz is especially 
alert to the possibilities of extra 
sales during these two months. Toy 
stocks and displays are increased 
for this special selling. While toys 
are mentioned frequently in tne 
store’s advertisement in the local 


(Continued on page 76) 





the ABCs of 


Self-service salesmanship 


Selling in a self-service store is different. 
It demands a new type of salesmianship. 
Here is a simple explanation of how you can train 


your salespeople to get the most out of self-service 


by JOHN M. WILSON, vice-president, sales 
National Cash Register Co., Dayton, Ohio 


When a non-food store, such as a hardware store, converts to self- 
service with a check out, salespeople become more important than ever in 
increasing sales. Stores converting to self-service do not dismiss their 
sales staff. 

Salespeople in a self-service store have more time to serve and more 
time to sell because, first, they no longer spend unnecessary time waiting 
on customers who can and, in many cases, prefer to serve themselves. 
Secondly, salespeople are no longer required to add up the purchases, 
compute taxes, collect money, record the sale, wrap the merchandise and 
make change. 


Ay During peak periods, self-service salespeople must remain in the sell- 
\ 


’ 


: salespeople must be taught new selling methods 
x MIN 


ing areas of the store, moving from one customer to another, directing, 
counselling and selling. All the efforts of salespeople at these peak periods 
should be devoted to giving personal service, where it is wanted, and to 
creating sales. This is where self-service increases their effectiveness as 
salespeople. 

Selling in a self-service store is different from selling in a service 
store. Your salespeople must be taught these new methods. They must 
unlearn many deep-rooted, life-long habits and be taught the new tech- 


Greet customers wit ) 
ho niques if they are to be successful in the art of giving on-the-spot service. 


friendly “Good morning." 
Use his name, if you know 
it. 


salespeople changed from good to bad 
Here are two actual examples of why there is a need for training 
salespeople in the new art of serving self-service customers. 


The first incident occurred while I was visiting a self-service drug 
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how to train salespeople for self-service salesmanship 
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store in the East. The owner complained, “Since converting to self- 
service, my salespeople have radically changed for the worse,” he said. 
“At first, they were eager to help the customers. But now they have gone 
to the other extreme. They ignore the customers and won’t wait on them 
until service is demanded.” 

To make clear to this druggist the need for training along new lines, 
I decided to try an experiment. “Let us ask a salesperson to approach 
the next 10 customers,” I suggested, “while we watch what happens.” 


‘‘no thanks, 'm just looking” 


At the end of the experiment a few minutes later, we learned that of 
the 10 customers approached by the salesperson, seven had replied to the 
conventional “May I help you?” with some version of “No thanks, I’m 
just looking.” Three of the customers had obviously been annoyed by 
the salesperson’s approach, and had been rather curt in their dismissal. 

“What would you do,” I asked the druggist, “if seven out of ten of 
your attempts to be helpful met with failure? Isn’t it only natural under pF 
these circumstances that your salespeople would soon decide to wait until ‘in ‘Ls r 
they are approached before trying to give service?” I asked. It then at 
became clear to the druggist that a change in the approach technique is Approach the customer with 
required in a self-service store. "Did you find what you were 

While the term “May I help you?” is entirely fitting when the sales- looking for?" instead of 
person is behind a counter, a different approach is needed when the sales- “May | help you. . .” 
person is rendering service in the aisles. 


\ 


yi 


customer's shopping stopped by owner 


Here is the second incident. In a recently converted check-out hard- 
ware store, I watched the proprietor weigh up and sack a pound of nails 
for a customer. In spite of the fact that a cashier was on duty at the 
check-out counter, and three other customers were waiting for service 
in the immediate vicinity, this merchant found it impossible to release 
the customer he had just served. Instead, he escorted the customer to 
the check-out counter, received and recorded the money, and dismissed 
the customer 5 ft from the front door with “Thank you, call again.” 

Obviously this merchant was following life-long habits of handling 
customers acquired in the conventional type of hardware store. But in 
his check-out store, his actions resulted in two serious and costly mistakes. 

First, the customer was dismissed from the store without being given 
the opportunity to buy additional merchandise. Second, by the time the 
merchant returned to the selling area of the store, two of the three cus- 
tomers waiting for service had disappeared. 

In order to attend to the routine details of recording a sale, this mer- lf a customer wants help, 
chant had thrust his first customer out of buying circulation, and had help him. Then turn him 
taken himself out of selling circulation. loose with the suggestion, 
Look around, there might 
be something else you 
need.” Don't follow him 
around. 


Within the next few minutes in this store, I observed other sales- 
people follow this same time and sales-killing procedure. It was no sur- 
prise to me when this merchant complained about the poor results he was 
getting with self-service. (Continued on next page) 
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Customers like to see mer- 
chandise. Open displays 
offer them an opportunity 
to handle your merchandise 
and to want to buy it. 


customer is never taken to check-stand 


What would you think of a food supermarket owner who permitted 
the man who weighs up and prices the bananas for customers at the prod- 
uce counter to leave his post unattended—after serving a customer 
to escort that customer to the cash register up front, record the sale, and 
dismiss the customer there with a “Thank you—call again’? 

I am sure you would call such a procedure ridiculous. And yet this 
illustration compares with the actions of the hardware merchant and his 
salespeople who, in a self-service non-food store, refuse to release each 
customer after serving them, and who persist in taking customers to the 
register near the door to participate in the completion of the transaction! 

Yes, training for self-service selling is needed to teach new proce- 
dures. But more important, training is needed to induce both merchants 
and salespeople to give up old habits. 

In the course of surveys in several lines of business where self-service 
is a growing trend—such as hardware—our Market Research Department 
has observed and pieced together the elements of the new science of 
serving self-service customers. 

Training is needed in this science of rendering service “on the spot” 
where needed. Training should show the salespeople, and the merchant 
himself, how to approach—sell to—and release back into buying circula- 
tion—the store’s self-serving customers. 

Giving “on-the-spot” service in a self-service store, consists of the 
following five natural and easy-to-learn steps. 


selling step no. 1—greet customer 


All salesperson needs to do is to indicate his ‘availability’ 
friendly greeting. If the customer does not ask for help, the salesperson 
says or does nothing further and the customer is permitted to move on. 

The salesperson remains free to serve and sell] to others. The 


a 


istomer 
remains free to shop as long as he or she desires. 

Each item the customer’s eye encounters on the self-service shelves 
silently, but insistently, demands an answer to the question, “Do you 


want me’—Do you want me?—Do you want me?” Dozens of impulses- 


to-buy are imparted to each customer every minute he i 't free to walk 
in front of openly displayed merchandise. Thus, the appeal of the mer- 
chandise—stimulated by advertising, and emphasized by being on open 
display—is given full rein. 

Customers like to see merchandise. Window shopping is a favorite 


national! pastime. Merchandise on open display offers the opportunity th 


sha ¥ 


window shop with the glass partition removed. Do customers respond? 


Every merchant knows that customers often buy more in a self-service 


store than they intended to buy. 


> ‘ > > 
selling step no. 2—be on alert to give service 
When a customer does desire service, it is almost always apparent to 
the salesperson nearest him. The salesperson should quietly—and 
trusively—be on the alert for the puzzled expression or the “where can 
it be’ look. He should then offer his services as quickly as possible. 


selling step no. 3—approach with “did you find . . .?” 


“The salesperson should ask “Did you find what you were looking 
for?” instead of “May I help you?” whenever he approaches a customer 
that appears to want assistance. ““May I help you?” obligates the sales- 
person to render service, regardless of whether or not it is needed. 

For example, if the customer should answer, “Yes _ 1 need a 100- 
watt light bulb,” the salesperson is obligated to “serve” the customer by 
getting the item. 


Tes : . ‘ ley 
The question “Did you find what you are looking for?” requires only 
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that the salesperson point out the location of the merchandise. Of course, 
if the article needs selling or explaining, the salesperson can then give 
whatever service is required. 

The question, “Did you find... 
plete freedom to shop for himself, and does not suggest that the sa 


ee 


also implies the customer’s com- 
les- 
person is forcing his attention upon the customer. 

By directing, rather than taking, the customer to the location of the 
desired merchandise (unless service is needed) the salesperson again 
remains free to help others. But, more important, the customer remains 
free to shop—and obey buying impulses—on his way to and from the 


desired article. 


selling step no. 4—make the sale 


When it becomes apparent that the customer is interested in an item 
that requires counsel or selling, the salesperson gives all the information, 
advice, or selling effort needed. All the time-proven rules of good sales- 
manship still apply in the self-service store. 

The salesperson sells up whenever he can. The salesperson suggests 
substitutes for out-of-stock items when necessary. The salesperson still 
sells associated and related items whenever he can. 

The need for product knowledge and demonstration know-how is more 
important than ever before in a self-service store, because the salesperson 
has more time available, even at peak periods, for creative selling. A 
salesperson should read the labels on the packages, study the pamphlets, 
and learn how to present merchandise more effectively. 

The energetic and aggressive salesperson will find himself in a com- 
parative sales heaven in the self-service store. Instead of rushing peak- 
period customers in their buying in order to get to others who are wait- 


ing, and instead of spending time tving up the package for a pound 
rb 


- 


nails or ringing up the money for the two flashlight batteries, the sales 6 


person Can be engaged almost exclusively at peak periods 


: : if} - x * 
chandise. £ Orn BY 
Ay 7 >) . 


_ , - > f\ ' 
hus, in a self-service store, as in no other type of store, the sales “\ We ¥. 2, > V 
’ ‘ re . ~ ] Pw? ’ ~ 
person can cash in on knowledge and ability. The greater lesper Pd wm 
fe // | —~— 
e i i\ / ie, 


son's product knowledge and sales abilitv, the more effective, 


ind ultimately rewarding his efforts will be! i, 
selling step no. 5—let customer resume Use every opportunity for 
selling related items, after 
While the salesperson may close the sale, he never terminates t] youve given a_ customer 
customer’s shopping trip. After making a sale, the salesperson ei help. Self-service gives you 
hands the item to the shopper, or—in the case of a larger article—place: more time to do this. 
it in a cart and says, “Look around, there might be something else 
need.”’ 
Thus the customer is back in circulation 


person is back | ‘culation—free to sel] 


supervision in first days is vital 


These five sellin ould be Impressed thoroughly upon the stafl 
members of a newly converted store. Their execution should be carefully 
supervised, especially during the first days after conversion 

these five principles will most certa 
self-service on the Part OT cust 
vice will be slow, confusion will result 
suffer. 
when the merchant and his salespeople 
ples in serving self-service customers, experien 
will buy more, salespeople Can Sell 
serving customers he Omes 
go down and profits are increased. 


These results are worth striving for! 
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Part of the Sunrise shopping center and section of parking facilities in the foreground. 


An arcade store 


Store in shopping center arcade has open entrances on both ends encouraging walk- 


through visitors. Participation in center's merchants’ groups builds heavy traffic 


Hardware & Paint 
Co. is an unusual operation in more ways than one. 

It is an arcade-location store in the 40-acre Sunrise 
Shopping Center. The attractive, eye-catching shop- 
ping center is approached by a highway lined with 
royal palms on a point at the junction of Middle 
River and the Intra-coastal waterway. As recently 
as 1952 the shopping center’s site was an impene- 
trable mangrove jungle. 

The shopping center, with its 2500 car parking 
lots and a supervised free playground for custom- 
ers’ children, has 60 stores. Although the hardware 
store has competition for some of its departments 
it is the only store of its type in the center. The 
hardware store is located in an arcade building in 
the shopping center, one of 21 businesses there. 


The Fort Lauderdale (Fla.) 


66 


A 12 ft wide U-shaped corridor runs through the 
center of the arcade. Fort Lauderdale Hardware & 
Paint has entrances on both ends of its store and 
is one of 21 stores in that unit of the center. Arcade 
traffic is encouraged to use the hardware store as a 
thoroughfare by a large ceiling sign reading “Ar- 
cade ... walk through.” Many impulse sales result. 

Operated by Norman Palmeri and Richard San- 
tangelo, brothers-in-law, and their wives, the 30x65- 
ft store has fluorescent lighting and gray and black- 
flecked asphalt tile floor covering. Some of the fix- 
tures were built by the owners, others were obtained 
through local sources. 

There are three rows of islands in the hardware 
store, center aisle islands being 2x5-ft units stand- 
ing 6 ft high. There are three of these islands on 
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Shopping center store 
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each end of the store, with the wrap counter on a 


side wall at the center of the display room. Center 
aisle islands are on casters for easy removal to other 


display locations as needed. 

Islands flanking the center islands are in two 
sizes, 4x10 ft and 4x6 ft. Larger islands have per- 
forated display panels in the center. A special mix- 
ture of white, maroon and gray paints was used to 
finish the store’s display fixtures. The firm is now 
using an unoccupied store in the arcade for storage, 
and depending upon local hardware wholesalers for 
fast deliveries of needed merchandise. At a later 
date the center will have rental warehouse space for 
the use of all of its tenants 

Fort Lauderdale Hardware is open each week day 
from 9 to 6, throughout the vear. In some seasons 
it and all arcade stores are open until 9 p. m. two 
nights a week 

Currently, says Mr. Palmeri, fully 90 per cent of 
the store’s volume is done with women customers. 
Housewares department sales are the best volume 
producers at the present time. 

Although Messrs. Palmeri and Santangelo do not 
have self-service store, they encourage customers 

‘lect merchandise, and take it to the wrapping 
table. Carded and pre-packaged hardware items are 
displayed wherever practical to encourage self 
selection 


The hardware company benefits through partici- 
pation in the activities of the center’s trade promo- 


tion association. Usually the group advertises as a 
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of mailb 
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effe tiy 


comnnartinga 
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unit in local newspapers, buying one or more full 
pages, each participating merchant having the same 
amount of space. During the past year merchants 
were assessed 8¢ per sq ft of store space for the 
advertising and sales promotion budget. More than 
$4,000 was spent by the group during 1954, the first 
year of operation. Heavier advertising expenditures 
are being used this year. 

The owners of Fort Lauderdale Hardware believe 
that this group advertising has helped to build traf- 
fic for their own and other center stores by showing 
the public where the center is and how to reach It. 
The group occasionally does some radio advertising. 

For the 1954 Christmas season, merchants con- 
tributed to a fund to erect a mile of large lighted 
Christmas candles and pine cones at a total cost of 
Si. A. 

Another effective promotional piece is a brochure 
entitled, Sunrise, the most beautiful shopping center 
in the world. 

It illustrates the entire center, its approaches and 
the surrounding area and indicates in chart form 
the location of the hardware store and other busi- 
ness operations in the center. Tenants buy supplies 
of these brochures from the management and dis- 
tribute them free to customers. 

The center is operated by Antioch College of Yel- 
low Springs, Ohio. An alumnus of the college left 
that institution cash and the land site in his will. 
The college constructed and operates the center as 
an investment. 
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Specialty selling 





More profits from water systems 


How an Alabama dealer started pump selling to take up some 


of his slow season slack and developed the department to sell 


50 household units and $10,000 in irrigation equipment jobs 


W. E. 
that 
among 


Estes 
electric 


found 
systems 


season 


& Son has 
water 
its best slack 
This Athens, 


been selling 50 or more units each 


are 
sell- 
has 


ers. Ala.. store 


year, for several years, in prices 
ranging from $250 

In addition, and installa- 
tions are made by the firm of $10.- 
N00 outfits that 


more acres. 


up. 
sales 
irrigation will 


water 100 or 


Fast servicing is a particularly 


effective means of keeping owners 
of electric water systems and ir- 


rigation equipment pleased with 
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merchandise. W. E. 
known to 


the firm’s 


Estes, Jr., his custom- 
ers as Pete, sells water systems to 
non-farm home owners beyond the 
water lines, 
lar effort to sell to farmers. 

Mr. Estes understands the prob- 
lems talks 


considers 


but makes a particu- 


of farmers, their lan- 
guage, 
tems as merchandise to be sold at 
any time of the year. 


He began 


and water svs- 


handling water 


tems a number of years ago : 


was seeking something he co 


sell during the late summer and 


in colder weather months when 
other 
sellers. 

He 


given to implement merchandising 


some farm lines were slow 


utilizes time previously 
to the promotion of water systems 
and the numerous allied big-ticket 
appliances. 

When the farmer is in his heavy 
is difficult to inter- 


‘st him in something unless it will 


rop season, it 


him to meet 
and pressing 


ime. 


‘nable some specifi 
emergency at the 
An automatic water system 


if ontinued on page Ri) 
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each end of the store, with the wrap counter on a 
side wall at the center of the display room. Center 
aisle islands are on casters for easy removal to other 
display locations as needed. 

Islands flanking the center two 
sizes, 4x10 ft and 4x6 ft. Larger islands have per- 
forated display panels in the center. 


islands are in 
A special mix- 
ture of white, maroon and gray paints was used to 
finish the store’s display fixtures. The firm is now 
using an unoccupied store in the arcade for storage, 
and depending upon local hardware wholesalers for 
fast merchandise. At a later 
date the center will have rental warehouse space for 


deliveries of needed 
the use of all of its tenants 
Fort Lauderdale Hardware is open each week day 
from 9 to 6, throughout the vear. In 
it and all 


some 


Seasons 


arcade stores are open until 9 p. m. two 
nights a week. 
Currently, says Mr. 
the 
Housewares department 
the present 
Although Messrs. 


have a self-service store, they encourage customers 


Palmeri, fully 90 per cent of 
with 


are 


store’s volume is done 


women 


the 


customers. 


sales best volume 


producers at time. 


Palmeri and Santangelo do not 


to select merchandise. and take it to the wrapping 
table. Carded and pre-packaged hardware items are 
displayed wherever practical to encourage self 
selection. 

The hardware company benefits through partici- 
pation in the activities of the center’s trade promo- 


tion association. Usually the group advertises as a 
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unit in local newspapers, buying one or more full 
pages, each participating merchant having the same 
amount of space. During the past year merchants 
were assessed 8¢ per sq ft of store space for the 
advertising and sales promotion budget. More than 
$4,000 was spent by the group during 1954, the first 
year of operation. Heavier advertising expenditures 
are being used this year. 

The owners of Fort Lauderdale Hardware believe 
that this group advertising has helped to build traf- 
fic for their own and other center stores by showing 
the public where the center is and how to reach it. 
The group occasionally does some radio advertising. 

For the 1954 
tributed to a fund to erect a mile of large lighted 
Christmas candles and pine cones at a total cost of 
$1,800. 


Another effective promotional piece is a brochure 


Christmas season. merchants con- 


entitled, Sunrise, the most beautiful shopping center 
in the world. 

It illustrates the entire center, its approaches and 
the surrounding area and indicates in chart form 
the 
ness operations in the center. 
from the 
tribute them free to customers. 

The center is operated by Antioch College of Yel- 
low Springs, Ohio. An alumnus of the college left 
that institution and the land site in 
The college constructed and operates the 


an investment. 
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Specialty selling 








More profits from water systems 


How an Alabama dealer started pump selling to take up some 
of his slow season slack and developed the department to sell 


30 household units and $10,000 in irrigation equipment jobs 
























W. E. Estes & Son has found the firm’s merchandise. W. E. in colder weather months when 

that electric water systems are Estes, Jr.. known to his custom- some other farm lines were slow 
; among its best slack season sell- ers as Pete, sells water systems to sellers. 

ers. This Athens, Ala., store has non-farm home owners beyond the He utilizes time previously 
been selling 50 or more units each water lines, but makes a particu- given to implement merchandising 
year, for several years, in prices lar effort to sell to farmers. to the promotion of water systems 
ranging from $250 up. Mr. Estes understands the prob- and the numerous allied big-ticket 

In addition, sales and installa- lems of farmers, talks their lan- appliances. 
tions are made by the firm of $10.,- guage, and considers water sys- When the farmer is in his heavy 
000 irrigation outfits that will tems as merchandise to be sold at crop season, it is difficult to inter- 
water 100 or more acres. any time of the year. est him in something unless it will 

Fast servicing is a particularly He began handling water sys- enable him to meet some specifi 
effective means of keeping owners tems a number of years ago as he and pressing emergency at the 
of electric water systems and ir- was seeking something he could time. An automatic water system 
rigation equipment pleased with sell during the late summer and (Continued on page 61) 
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a new approach to training retail salesmen 





how to 0 es 


Better salesmanship in vour store 


One of the quickest and most effective ways to 
improve the profits of vour store is to improve the 
efficiency of your salespeople. Time spent in help- 
ing your store personnel become better salespeople 
is time well spent. However, many stores find it 
difficult to set up a formal sales training program. 
Yet they realize how important it is that sales- 
people be given guidance in the techniques of good 
salesmanship. 

To help store owners meet this problem, HARDWARE AGE is starting, in this 
issue, a series of sales training posters that can be used to help your store people 
become better salesmen and saleswomen. 

This series will be called the HARDWARE AGE “Capsule Counsel” series. It 
will describe in concise, capsule form, exactly what it takes to make a good 
salesman. The first poster in this series appears on the facing page. This poster 
No. 1 is devoted to telling of the values of retail selling as a career. Other posters, 
one each month, will cover such subjects as personal appearance, approaching a 
customer, spotting shoplifters, etc. 

Each HA Capsule Counsel will be a full page in size, suitable for putting on 
a bulletin board in the back of the store, in the stock area, or wherever your 
store people will see it frequently. 

By keeping these posters before your store personnel all the time, you will 
be helping them improve their salesmanship by constantly reminding them of 
what makes a good salesperson. 

You can start your own sales training program right now by using the 
poster on the facing page. The messages on these posters can be supplemented 
by discussions of various merchandising ideas contained in the articles in each 
issue Of HARDWARE AGE. 

These posters are prepared by a practical hardwareman with considerable 
experience in retail personnel training, in cooperation with the editors of 
HARDWARE AGE. The technique of presentation used in the posters is the same 
as that used so effectively by the armed services during the war to train mili- 
tary personnel. 
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Hardware Age 
Capsule Counsel 





in 
hardware 


retailing 


Retail selling is a proud profession. The retail salesman is a key figure in the 
progress of America. He is the link that brings the skills of America’s great factories 
to homes of the nation, helping to improve our standard of living and to make light 
of heavy tasks. He is an essential person in every community. 

Retailing pays well for good salesmen, because they are the basis of every 
successful store. A good salesman is never out of a job. The characteristics that 
make a good salesman also help him to get along with people and accomplish 
things no matter where he is or what he may be doing. 

But all salespeople are not good salespeople. Yet, it isn’t hard to be a good 
salesman; there is no secret to good salesmanship. As an experiment, compare your- 
self with some good salesman or saleswoman you know. Compare your attitudes, 
your interest in your work, your dress and speech. Then work on your weaknesses 
to correct them. You can do it. Thousands of others have done it. 

When you are in hardware retailing, you are in a good, stable business. It’s 
also an interesting and important business. A good hardware salesman is the tech- 
nical advisor to the nation’s home owners. Hardware retailing can give you a full 
and interesting life and a profitable career ... if you produce. It’s up to you. 


a Hardware Age Editorial Feature 
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$60.000 Paint Sales 
With $6000 Inventory 


Service is the keynote leading to ha loaned ladders 
volume in 
Kennerly Hardware Co., 
latka, Fla., which $60,000 
volume in that department. The 
firm headed by R. R. Wilkinson has 
total sales of $120,000 in 

Mr. Wilkinson 
tors know our paint and our ser- 
vice. They will phone in and ask 
us to have an order ready in a half 
an hour. 


emergency we 
at ti 


Inc., Pa- 


outstanding ’ painting contractors.” 
Forty feet of 
of the 
paints. The shelves are 
addition 


paint 


wall shelving on 


does a one side store 


displays 
3 ft deep. 
containers 


vear. of paint are stacked on the floor to 


In gallon size 
a 
stress the good stocks maintained 

Of service to the do-it-yourself 
enthusiast, Mr. Wilkinson says, “I 


cannot stress too much the impor- 


“Contrac- 


say Ss, 


tance of showing 


homeowners that 
their 


We have that order ready 
when the contractor arrives so that 
not any In 


in them. 


, 


> , 
cnel} 


vou are interested 


he will lose time. an painting jobs and problems 
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important, of 
if you help each cus- 


paint 


i» 


byia? 


Course, ¢. i 


tomer to minimize his mistakes so 
that gets a good paint job, he 
will for paint and other 
merchandise. If a homeowner needs 


he 


return 


an especially long ladder to paint a 
part of his house, we will lend him 


one for a short time without any 


charge.” 
‘ly Hardware aint 


Kennet uses p 


avs in il 


s windows at least six 


a vear. In addition, about 


(Continued on page 82) 
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make cleaning easier 


so handy 
so often 


was 
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10-qt. galvanized bucket 
with colorful display 
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when you buy 


2 doz. 10A sponges or 2 doz. 9T sponges or 3 doz. 8A sponges! 


Hitch your 


sales of big-profit Du Pont Sponges to size lets you spot it where traffic 1s 
the big Du Pont national advertising campaign with heaviest. And when it’ 


s empty, you keep the 10-qt. 
this free 4-color display! hea V galvanized bucket use it... or sell it! 
A complete “jumble” display—proved one of the To get 


# —— 1 
lastest wavs to sell 


your free Du Pont Sponge display and 
| these high-profit items. Conven- 


‘7 ] ? , - . , ‘ ‘ ‘ ls “ ’ 
bucket, nlact you! local SUpPHer now. 
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BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 
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Fringe benefits 


Ps 


ct pul pressure on costs 


Extra employee benefits cost 31¢, Warner Hardware 


survey shows, for vacations, hospitalization, insurance, 


retirement, paid holidays, and similar advantages 


Fringe benefits paid employees, 
on top of their regular wages, are 
becoming an increasingly important 
factor in the cost of operating 
wholesale firms and large retail 
stores. The steady increase in these 
benefits makes them a significant 
element in the cost of doing busi- 
ness today. 

A survey of the cost of these 
fringe benefits, made by Warner 
Hardware Co., Minneapolis, showed 
that they cost the firm 31l¢ an hour 
for each employee. This figure cov- 
ers such benefits as vacations, hos- 
pitalization, insurance, retirement 
and profit-sharing, etc. 

Leon C. Warner, president of the 
company, points out that if the 
cost of FOAB, Workmen's Compen- 
sation and Unemployment Insur- 
ance is added to the figure, the total 


74 


TEEEREEE ELE ER EERE ERROR EER EEEEE EERE ERROR E EERE 
Rest periods $.0926 
0525 
Hospitalization .0439 
Retirement and profit-sharing .0288 
Paid holidays 0365 
Group life insurance .0058 
Discount on merchandise 042! 


Other items .0046 


Vacations 


$.3068 


Total 


Federal Old Age Benefits 
Workmen's Compensation 


$.0327 
.0088 
006 | 


Unemployment insurance 
Total $.0476 
Cost of all benefits $.3544 


PERERGEEEREEGGEERGEEREEEREEEERERGEEEEEEEGEREE EEE 


cost of such benefits is 35¢ per hour, 
or $532.36 per vear per hourly em- 
ployee. 

The survey by Warner's covered 
162 regular hourly employees for the 
fiscal year 1954. Warner’s operates a 
wholesale division, a large down- 
town store and a number of shop- 
ping center stores. 

The breakdown of the cost per 
hour for fringe benefits, as calcu- 
lated by Warners, is shown in the 
accompanying table. 

Mr. Warner noted that these ben- 
efits represent an investment in 
good personne! relations. In order 
to maintain the benefits, he said, it 
is necessary that employees work 
intelligently and efficiently to main- 
tain the firm’s position in the com- 
petitive hardware field. 
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New DU-IT-FAST Twin Thread Screws turn in 
half the time, give twice the holding power, 
prevent splitting . . . a sure-fire sales hit 


AVAILABLE IN ALL POPULAR SIZES 
IN NICKEL PLATED STEEL AND BRASS 
arinrer , ALSO COMPLETE LINE OF 

TACKS, NAILS AND BRADS IN TUBES 


OVAL WRITE FOR CATALOG SHEETS 


SHELTON TACK CO., Shelton Conn. 


Pere Calton Profit; Maker 


ROUND 


DISPLAY 
HOLDS 6 DOZEN 


VISIBLE TUBES 


A terrific new self service 
sales-buiider . . . a com- 
plete hardware depoart- 
mentin one compact 
display .. . this Shelton 
merchandiser will work 
for you building bigger 
profits. Order a supply 


SCREWS, TACKS, 
NAILS, BRADS 


IN ATTRACTIVE-EYE CATCHING 


SPACE SAVER 
DISPLAY ater 


WRITE FOR CATALOG SHEETS 


SHELTON TACK CO., Shelton Conn. 
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For the Man who 
“TREATS 'EM ROUGH” 


Parker’s new H-75 
Tubular Frame 
Hack Saw 


The most rugged Hack Saw on the market 


Steel handle cov- 
ered with tough, 
unbreakable plas- ———__ 
tic formed into 


full-size comfort fe 
gx? 


grip. 


Adiusts tor 
10 
blades 


Extra strong, 4 
deep, shockproof 


Exclusive, patent. 
ed, forged blade 
holders lock in 
FOUR sawing 


directions 


Weight ] iD 10 OZ Individually boxed 


a 


‘rker ine 


PARKER MANUFACTURING CO. 


WORCESTER 











PASTRY 
BLENDERS 
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ANDROCK, 


NUT CHOPPER 























Your wholesaler always has popular 
Androck Housewares in stock. 


THE WASHBURN COMPANY 
Worcester, Mass. e Rockford, Ili. 
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How to Decoy Duck Hunters 


Hunting displays appear in the 


windows at the Huske Hardware 
Co., in Fayetteville, N. C., with the 


window display on hunting used early 


5 ry ‘ote mn Ye P _S 
c 4 ye US 


first flush of color in the fall 
foliage. 


“Make your customers think 








Back to School Toy Promotion 


(Continued trom pace 61) 


weekly newspaper, special attention 
to advertising is given during these 
months. 

During the year the toy depart- 
ment includes three islands, plus a 
20 ft wall section with glass and 
wooden shelving, and a 5 x 8 ft per- 
forated panel board inset. The panel 
board inset is used to feature any 
special lines. During the Christmas 
holiday selling season, the size of 
the department is enlarged. 

Currently, do-it-yourself toys are 
in good demand, including such lines 
as doll dressmaking kits, embroid- 
ery sets, and carpentry sets. 

“The large stock of our toy de- 
partment brings in many mothers 
seeking gifts for their children,” 
says Mr. Hinz. 

“We have attracted many new 
customers to our neighborhood type 
store through our toy department 
We find that word-of-mouth adver- 
tising of our large selections is al- 


WavVsS an CX ellent traffic builder. 

“Sales are especially good during 
the Christmas season, and of course 
during our Back To School promo 
tions, but we also find that there is 
a good demand during spring ana 
summer months for toys based upon 
the incident of children’s diseases 
These voungsters want toys to help 
ease their boredom during conva- 
lescence. 

“Also, children seem to be having 
more parties now than they did some 
yvears ago, and many voungsters at- 
tending these parties buy toys as 


‘tment 


gifts in our toy dep: 


“In addition to its value in mak- 
ing sales, the department helps 
bring in customers for other de- 


partments in the sti Children 
like to come to the store with thei: 
parents in the hopes that they will 
be taken to the toy department, 
where they will be alle wed to select 
some tov.” 

* 


WARE AGE, SEPTEMBER 1, 1955 





about hunting early and often if | | r h T R | 
you want to sell hunting equip- New Stanley Pul . us ape Ul eS 
ment,” says J. A. Cade, Huske’s 
sporting goods manager. Good win- Th ‘|| | t IN Te h UP 
dow displays cannot be ignored. cy pu CUS OMerS pus Sd eS 
They are attention-getters and one 
of the best ways of arawing new 
customers and of increasing traffic 
in your store. 
An early fall hunting display at 
Huske used a display of mounted 
animals with a background of fall 
colors to attract attention. The 
hunters and even those who would ) SS 


s «* 


: eer > 
like to hunt will stop to look at a & 
mounted deer head that is sur- The Pacemaker Line 


rounded with a mounted snarling A brand new, popular priced line of New features for an old favorite! 6’, 
rules in 6’, 8’, 10° and 12’ sizes — 8’, 10’ and 12’ rules with true reading 
each one in a Magna View box — the mouth, and Tru-Zero hook in the de 
pheasant, a skunk and an owl. clear, plastic case with the magnify- luxe Magna View box. Extra! 8’, 10’ 
Such a display is an almost fool- ing lens lid. Every rule with the Stan and 12’ sizes have the new, easy-to 
ley trademark and the new Pace- read tape with measurements in both 
maker name. inches and feet and continuous inches 





mountain cat, a squirrel, a hawk, a 


proof traffic builder. 





Lights show off guns 


New Packaging! _ 


Against this background a vari- 
ety of guns were displayed on the 
window floor by placing them at 


} 


angles and leaning them on am- 





munition boxes and other props so 
that they could be easily seen. 
Light reflected from the smooth 
surfaces of polished wood in gun 


stocks and blued steel in gun bar- The Magna View Box 


A Stanley first! Here is a different 


The entire display is tied to- The 3600 Line kind of practical rule pack. It has lots 


; of re-use appeal and the magnifying 
gether with a rustic sign, “Let S £0 The hig rule — it’s really big... lens lid is a new twist that focuses 


hunting.” “Atmosphere does a lot extra long, extra wide blade for extra attention — Pacemaker Line in all 
rigidity with easy-to-read double scale, clear plastic Magna View box, 1200 
. true reading mouth, Tru-Zero hook, and 3600 Lines in de luxe Magna 
sale particularly in the early and the de luxe Magna View box. View box 

part of the season,” Mr. Cade 


pointed out. New Advertising! 
Inside the store, a well-trained New Prices! 


staff is ready to serve the custom- 


rels are a decoy for any hunter. 


to stimulate hunting equipment 








See the Stanley Rule advertising pull 
: ing at all your customers and pushing 
Pacemaker is a new line intro- ~. ots P 
ers that an effective window di duced by Stanley for the dealer them to your store for these rules 
- ‘ ‘ ali ; >< — {> —~- » a . ie >< > 
' oye ; “. Sag 1 * . ~ Watch these magazines and Sunday 
} ++ os ; rt’ —_- on Ve ) ants < 46)! < ; - 
play has attracted. They speak the an , " ' = ? samt / - supplements in September, October 
with a top quality name iS ond, Wedieaneieen 
prices are. 


’ 


hunters’ language and the sales 


approach is a casual hunter-to- No. AN6W —$ .75 SATURDAY EVENING POST 
hunter relationship. High-pressure No. AOSW — _ BY BETTER HOMES & GARDENS 
No. ADIOW — 1.09 THIS WEEK MAGAZINI 
No. AOI2W — 1.29 AMERICAN WEEKLY 
Hunting displays, all during the NEW YORK NEWS MAGAZINI 
The regular Stanley 1200 Line con- NEW YORK MIRROR MAGAZINI 
tinues at: NEW YORK TIMES 

No. 1206W — $ 98 (DO-IT-YOURSELF SECTION ) 
timely according to local interests. No. 1208W — 1.19 phn ano ae patnen 

: : . , i J ) 

These displays are reinforced sev- No. 1210W — 1.49 


> 12 9 PRACTICAL BUILDER 
eral times a month with a in the No. 1212W— 1.8 CARPENTER 


selling would be out of place here. 


hunting season, are changed peri- 
odically to keep them fresh and 


local papers. And the finest — the big rule: Get ruling. See your wholesaler about 
No. 4610W $2.39 this sensational Stanley Rule program 


No. 3612 2.89 And be precise — say Stanley, it’s a 
sales training, the most important good rule 


his sporting goods promo- 


1 is his window displays. He T 
, od | pays to strive for good S ayy LEY 


windows—they attract new cus- 


According to Mr. Cade after 











tomers and bring back the old The Stanley Works * New Britain, Conn 


ones.” TOOLS ELECTRIC TOOLS + HARDWARE ~- STEEL STEEL STRAPPING 
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Full sets or mass displays of individual items can be fea- 
tured in these bins topping a cabinet of drawers. 


Adjustable glass shelving permits showing a wide variety 
of gift lines at numerous display /evels 


(iit Wares Spur Rural Store Volume 


Small-town store attracts trade from much larger 


communities with ample stocks, good display 


Fred Baumann, left, secretary and 
manager with August Weise, presi- 
dent, in the firm's major appliance 
display section. 


78 


In Lester Prairie, Minn., a town 
of 500 about 40 miles from Minne- 
apolis, Weise & Kuhlmann, Inc., 
does a $375,000 annual volume. A 
staff of 22, including plumbing and 
heating service men, helps the store 
attract trade from towns 25 to 35 
miles distant. 

Farm families invite large guest 
lists for anniversary celebrations, 
weddings and birthdays, invitations 
that immediately make recipients 
think of a place to see a large as- 
sortment of gift suggestions. Weise 
& Kuhlmann caters to this trade 
with moderately-priced housewares 


and electric housewares, plus high 
quality dinnerware sets. 

Dinnerware, electric housewares 
and other gift suggestions are 
given extensive display space on 
the first floor of the three story 
and basement 60x100-ft quarters of 
the firm. 

Island displays feature both mass 
and sample showings of dinner- 
ware, glassware, electric 
wares and pottery items. 


house- 
These 
and other attractive displays make 
the department a pleasant place for 
farm wives to browse, while their 


(Continued on page 80) 
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The most amazing lawn food ever made 
... and the easiest to sell! 











ONE FEEDING 
LASTS ALL SEASON 








ALL FOOD NUTRIENTS 
NEEDED FROM THE SOIL TO NOURISH FINE GRASS 








Recommend new Golden Vigoro complete lawn food uncondi- 
tionally! It’s a miracle of plant food research—made a new way 
(Pats. No. 2618546, No. 2618547, and others pending). Count on 
it for repeat sales year after year, repeated profits year after year. 
Get the full story from your Swift salesman now before the spring 
growing season. 


UNMATCHED ADVERTISING SUPPORT 
LIFE, POST, BETTER HOMES, and many more national magazines and 


gardening magazines—plus newspaper ads in large cities and out- 
door billboards reaching millions. 


SWIFT & COMPANY 
Your best sellers in gardening supplies—The VIGORO Family of Gardening Aids 


Vigoro is a registered trade-mark of Swift & Company. Copyright 1055, Swift 4 Compasy 














‘DIAMOND FORGINGS 


PICKS « MATTOCKS « HOES «- BARS 


Quality line, drop forged from highest 
grade steels. Rigidly tested. 








PICK MATTOCK 
Finished in black, available in 3 Ib., 





: CROW BAR 
ores Se This wedge point 
model is one of sev- 
eral Diamond crow 
Laie bar styles available 
POST HOLE DIGGER in wts. from 8 Ibs. 
Six feet in length, CUTTER MATTOCK to 26 Ibs. 
this 18 Ib. Diamond Three sizes, finished in black, 
Bar features tamp- packed 6 to a carton. 3 Ibs., 5 Ibs., 
ing head. 6 Ibs. 





2 nail 


RAILROAD PICK 

Heat treated, oi! tempered and drop 
forged for lasting durability. 5, 6, 7, 
8, 9 Ibs. 







GRUB HOE | 
Extra quality solid steel bit, hard- 
ened and finished in black. 


“There is nothind 
finer thana 


DIAMOND" 
* Also ask for Catalogs of Diamond Hooks, Links, 
Cold Shuts, Bull Points and Plow Points. 


DIAMOND CALK Horseshoe Co. 


DULUTH - MINNESOTA Established 1906 TORONTO . ONTARIO 
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CAPTURE 
BiG COMPANION 
SALE 
PROFITS 


% 


ALUMINUM 
EXTENSIONS 


NEW! IMPROVED 500 SERIES 
WITH ALFLO* RUNGS 


Featuring ALFLO—hydro-locked 
rungs, an exclusive Werner feature. 
Wider, stronger side rails, wider, heav- 
i¢r rungs make the new 500 even 
better than the best they were before. 


Triple your ladder profits with the 
complete WERNER line of Steps— 
platforms—extensions, etc. Werner 
produces more aluminum ladders than 
any other manufacturer of aluminum 
ladders. 

Follow the leader. 

Ask your distributor 

Or write direct for in- 

formation — today. 

R. D. Werner Co.., 

Inc., 295 Fifth Ave.., 

N. Y. 16, Dept. L-36 


“patented 


husbands are examining § farm 
equipment. 

Major appliances are featured in 
the store’s basement, where both 
new and reconditioned used mer- 
chandise is displayed. Periodically 
the firm has cooking and other ap- 
pliance with fac- 
tory representatives on hand to tell 


demonstrations 


the story of this equipment. 
Visitors to these demonstrations 

are always good prospects for other 

gift lines offered by the store. 
Well-rounded stocks of gift lines 


etfectively displayed on this 


are fast movers as the result of at- 
tractive and unusual displays. 
One of these units is a staff-built 
wall display with 12 bins in a step- 
back arrangement making all por- 
tions of each section clearly visible 
angles. Rose-colored 
shelves and backgrounds make each 
bin in the section an eye-catcher. 


from many 


Use of this unit permits showing 
full sets of a pattern in an indi- 
vidual shelf. Packaged sets of heat- 
resistant glass dinnerware are also 
shown in this section. 





Attracts Week-End Plumbers 
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More Profits from Water Systems 


(Continued from page 69) 


is just such equipment because it 
vitally needed labor in 
drawing water for crops and live- 
stock needs. 


Since 


Saves 


light-weight aluminum 
pipe became available Mr. Estes’ 
sales of irrigation 


shown a good increase. 


systems has 


Right for each job 
Mr. Estes’ ability to provide the 
right type of unit for a home or 
farm, or an irrigation system, is 
such that complaints most 
infrequent. If he ties a water svs- 
tem to a creek, he can measure the 
flow of the and tell the 
buyer just how much of a flow can 
be expected, whatever the need. 


are 


water 


If the unit is to be used with a 
well, he will put in a test pump 
if necessary, to see how much wa- 
ter it can be expected to deliver. 
Such tests are made whenever pos- 
sible during a summer dry spell 
when the water supply is low. 

For three of his customers, wa- 
ter systems installed to ob- 
tain supplies from creeks for live- 
stock, kitchen bath, but the 
water unsuited for human 
purposes. In each in- 
stance he sold purifying systems 
at $1300 each. 


were 


and 
was 
drinking 


While passing a cotton gin he 
decided that the owner might be 
a good prospect for a water sys- 
tem as a fire protection unit. The 
gin was in a locality away from 
any municipal fire department. He 
visited the owner, told the fire 
hazard and fire protection story, 
and sold the owner a $600 unit. 
The complete installation of pump 
and other equipment 
cess of $1000. 


was 1n ex- 


Understate capacities 

To be sure that customers will 
have more than the amount of 
they currently need, he 
promises less than the outfit will 
actually deliver. Customers are 
pleasantly surprised to see deliv- 
a better rate than they had 


Ape ted. 


VW ater 


ry at 


Last summer he installed a $10,- 
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000 irrigation system on a cotton 
farm, telling the owner that there 
would be a sufficient water to take 
care of 90 acres. The owner used 
the system to supply the needs 
for 160 Despite a blister- 
ing drought the farmer grew 
around a bale of cotton per acre. 


acres. 


cantad 


goes over 


acrr + ovr 
) A 4 


The corn yield was 50 bushels per 
acre. In 
farmers 
but 


neighboring 
same 


contrast, 
with the 
having inadequate water 


type of 
soil 
supplies, suffered a complete crop 
faiJure. 


Large parts inventory 
Quick installation or repair ser- 
| is provided to water systems 


the 


vice 


owners by firm’s full-time 


master plumber, two helpers and 
two electricians. 
some the 


ing, 


pump owners 
the for 
such jobs being completed within 


bring 
units to store serv! 
two hours time in many instances 

The 
tains good stocks of parts for wa- 


ter systems 


Estes organization main- 
repair and replace- 
ment as part of its efforts to pro- 
vide fast and complete service. 
With a budget of 
month 


nearly $100 a 


for radio spot announce- 


ments. the firm has at least three 


spots each week to stress water 


systems 


BIGGER SALES 
BETTER PROFITS 


“WERITE RK 
ALUMILADDERS 


Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes 
them extra rugged and reliable to more 
than meet industry's requirements. 


No. 1400 Series Stepladders, 
4 ft. to 14 ft. 


Holds twelve men yet light enough for one 
man to handle with ease. Wide steps on 
both sides for double convenience each 
braced for sure safety. Heavy rubber feet 
prevent slipping. Substantially constructed 
throughout. 


No. 600 Series 
Platform ladders, 
6 ft. to 14 ft. 


Big 14” x 18” slip-proof 
platform provides lots of 
room for comfortable 
working Side rails add 
to worker's safety 
Strong braces support 
every step, add to ri- 
gidity. Holds up to 800 
lbs. Rubber skid-proof 
feet. 


Also ... for better sales... 
Werner Industrial 


20 ft. to 60 ft. 
6 ft. to 20 fr. 
3 ft. to 14 ft. 
8 ft. to 30 ft. 


Extension Ladders 
Single Ladders 
Step Ladders 
Swing Stages 


Write for complete catalog information on 
sales-making, profit-making Alumiladders 


R. D. WERNER CO., INC., Dept. L-36 
Seles Office: 295 Fifth Ave., New York 16, N.Y. 


LU E RITE Ress: 


oe 4.4/7 FIRS eh 4 IT 











SHARON 
HATCHES TWO NEW 
ASSORTMENTS 


ne 


. « « bringing the complete line of 
SHARON REFILLABLE FASTENER 
ASSORTMENTS TO 72! 

Over 1000 sizes of the most wanted 
nuts, screws and bolts . . . in just 

14 feet of shelf space! 


SHARON ASSORTMENT OBM-920 
OVAL HEAD BRASS MACHINE 
SCREWS AND NUTS 


* 920 pieces... 12 sizes of screws 
from 6/32x% to '/4-20x! 
with 4 sizes of nuts to fit. 


SHARON ASSORTMENT OBW-960 
OVAL HEAD BRASS WOOD SCREWS 


* 960 pieces in {5 sizes from 
#4 to 12 dia., '/p to 1'/2 long. 


ORDER FROM YOUR JOBBER OR DIRECT 
EACH SHARON ASSORTMENT IS 
A COMPLETE DEPARTMENT IN ITSELF! 


NORWOOD. MASS. 





Space-Saver Basement Displays 


With housewares taking over a 
large portion of the main floor at 
Sharlach Hardware Co. in Bedford 


Bolted framework provides highly visual 


handled lawn and garden equipment. 


Village, N. Y., Philip Sharlach had 
to move some of his displays into 
the basement. 


Galvanized ware, 


- 
gis 
_ 





$60,000 Paint Sales with $6000 Inventory 


(Continued from page 72) 


1500 paint circulars furnished by 
manufacturers, are mailed to city 
and rural boxholders in the firm’s 
trading area. Occasional newspaper 
advertising helps to tell the firm’s 
paint story. 

A large percentage of paint cus- 
tomers buy brushes and other re- 
lated items when selecting their 
paints, the result of being re- 
minded by employees of their need 
for such supplies. 

A 3x8-ft paint 
panel, set at an angle, rests atop 
the nail bins adjoining the paint 
department. Made of plywood with 


brush display 


cream colored background and red 
trim, it holds 45 paint brushes 
ranging in size from ‘'% in. to 6 in. 
widths. Prices range up to $12. 
Many self selection 
made from this board. 
This year the firm is marking its 


sales are 


75th anniversary in business. New 
exterior signs call attention to the 
firm’s three-quarters of a century 
in operation. 
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steel goods and repiacement han- 
dies presented display and storage 
problems. 

Mr. Sharlach constructed 56 
frame compartments for resting 
the long handles of steel goods off 
the floor. Front and back of each 
compartment are spaced three feet 
apart, the rear of each being lo- 
cated 2 ft from the basement wall. 
This is close enough to hold all! but 
the shortest spades, long enough 
for stocking rakes. 

Screw hooks, slid into slots in 
an overhead rack, support mop and 
broom handles into slots between 
angle iron suspended on_ racks 


from the ceiling. Some steel goods 
are supported in these slots by use 
of heavy tacks driven into the 
handle ends. 

Stake fencing provides an at- 
tractive background for showing 
garbage cans, other galvanized 
ware on shelves and a platform 
fastened to the stakes. 

The galvanized ware display is 
set three feet in front of bins of 
fasteners, the yellow fencing pro- 
viding a bright focal point to at- 
tract traffic to the rear of the 
basement. 


HARDWARE AGE, SEPTEMBER I, 1955 





y KESTER | 

\ SOLDER § 
KESTER ‘ 
SOLDER 


KESTER 
orogens 
riyt 

a : 


Soldering ¥ 


a 


ae eee ee 


= 


ee ed 





Wz 


ff W\\ 


Your Solder 
sales Via 
the Do-It- 
Yourself 
Boom! 


ALSIER 
SULDER 


The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL FOR THE 


DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual 

free to your customers. Write 

Kester today for a supply of 


this instructive literature 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue 
Chicoge 39, iitinets 
Newark 5, New Jersey 
Brantford, Canada 








| Washing fon 
artin proudly presents A News and Views 


_s 





TM. 


— 


(Continued from page 10) 


WORLD'S FIRST AND ONLY 
AUTOMATIC CO, 
REPEATING GAS PISTOL* 


Just pull the trigger... 
Nine round repeater 

(bail or pellet)... 

24 rounds per CO, Bulb... 
Full safety .. 

TARGET DESIGN —WEIGHT— 
BALANCE — ACCURACY 
PRECISION FINISH... 


Your Astounding, Amazing Absolute , hat they have acted only to pro- 
1955 sales winner mote the 


"Patented and Patents Pendi ing 


Paint, Wallpaper Dealer Assns. 
Deny FTC Charges of Restraint 

Denving Federal Trade Com- 
mission charges that they com- 
bined to suppress competition in 
the sale of paint, wallpaper and 
allied lines, seven New York-New 


Jersey area retail paint and wall- 





paper dealers associations said 


exchange of information 

in the industry. 
The defendants further stated 
THE ART N ARP 177 - that they sought to promote fair 
Mi | CAL. C0. ISTOL trade practices and modern mer- 
chandising, and that they fos- 


$2] 3°52 tered the welfare of all segments 
Retail , : i ; 


of the industry in order to bring 
FOR DEALER INFORMATION AND CATALOGUE PAGES closer cooperation among manu- 


facturers. distributors and deal- 


FE eee, oe Od Eb etek EF tek 7 Gakes | 


ers. 
P.O. BOX 904 HOLLYWOOD 28, CALIFORNIA 





There is no understanding, 
agreement, combination or con- 
gf spiracy to “hinder or _ restrain 
competition,” the associations 
stated. 







at BOOTHS 13 and 15 | 
NATIONAL HARDWARE SHOW fo cous Dente peony 


The American Retail Federa- 
tion, a trade association represent- 


. . . ; ‘ af very’ . > , ‘o. 
at the complete line of Union Tool — almo: t every segment of rt 
Chests, Tackle Boxes, Utility Chests, tailing, is planning a new grass 

. .< o} - . + : »y"e 
Cash and Bond Boxes... and the sen- siahrve y lalate y teeta — e = 7 
sational, new STACKMASTER Util- legislation and agency activities 


Sow Cohinain detrimental to dealers. 
, The campaign will be aimed at 
offsetting inroads made by other 
lobby groups concerning economics 


‘ou’ > hy the , 
en/ and vo M le _ a en generally and retailing in particu- 
pS new UNION line for 1956 


, lar. Retention of the retail ex- 
offers the most for you... sales-wise 


' emption from the minimum wage 
and profit-wise 


and hour law will probably be one 
of the first campaigns taken on. 


New Home Construction 
Shows June to July Dip 





More than a usual drop in home 
construction starts—ll per cent 
First With The Finest For over 60 years. took place from June to July. 
The reason tightening up of 
mortgages. 


UNION STEEL CHEST CORPORATION - LE ROY,N. Y. 





Resume Reading on page 11 
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th 3 REFLECTOR-HARDWARE CORPORATION DEPT. HA.9 
WESTERN AVENUE AT 22nd PLACE, CHICAGO 8, ILLINOIS 


Centiemen: Please send me your complete /|.s page guict 


e e getting the most from the AIR-RIGHTS' above my present 
write for this 


7 ables and counters by using, Sgaecemaates Over-table merchan | 
* 
guide p isers. | pay rent on that space and | want it to be productive! | 


125% MORE LIVE ( 








exible over-table or over-counter merchan 
—=disers to your present equipment and gain extra 

live selling space for more holiday sales 

it's easy and inexpensive, too. For any line of 


| ih merchandise Spacemaster shows more 
PRODUCTIVE HiT hin ia 























REFLECTOR-HARDWARE CORPORATION 
GENERAL OFFICE AND FACTORY 
2231 S. WESTERN AVENUE CHICAGO 8, ILLINOIS 
NEW YORK OFFICE AND SHOWROOM 


225 W. 34th STREET, 12th FLOOR NEW YORK 1, NEW YORK 





So profitable to sell, so easy to handle 


KIMBLE GLASS BARS 


} ’ ! | : 
Al} Kimble Cla Towel rive adppe iTatice inci nract il citihity Don t Ait iat 5 prieidt tal 


Oraer toda 
Bars are priced vive you Fittings are bright and str imlined with your wholes: w write tor om 

rd pt tit margin... hod is sparkli ‘clear glass. Its a com nearest vy Address Kimble Glass 
priced to turn fast. Each bination that makes ible Glass Bars Company, subsidiary of Owens 


bar is individually designed for attrac- a natural, self-service item. Illinois, Toledo 1, Ohio. 


nseenee cuase bane | Chermnecmaseons 


AN (I) provi Cl GENERAL OFFICES « TOLEDO 1, OHIO 
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See and sell the new, complete 
line of Chattanooga Royal prod- 
ucts such as the Vented Circu- 
lator model shown above. The 
Vented Circulators head the 
new selling season list. Backed 
by hard promotion and the 
20-year guarantee on the com- 
bustion chamber, these fast 
turnover heaters are the Royal 
line to more profits! Seven 
models of Unvented Circulators, 
with and without radiants, avail- 
able in Royal Coppertone with 
bronze trim. Ask your Royal 
distributor. 

Other fine Royal products in- 
clude: Clay Backwall Heaters 
in nine models, Gas Logs in 
Mountain Oak and Silver Birch 
replicas, and Royal Gas Heaters 
in all price ranges. The Royal 
line is shown in Permanent 
Display Space 1119-A, Mer- 
chandise Mart, Chicago. 


Quality since 1894 
CHATTANOOGA ROYAL 
COMPANY 


2.5 Bee @. Benence | TENNESSEE 
* 

A.G.A. APPROVED FOR NATURAL. 

MANUFACTURED AND LP GAS 





Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 











Convention Check List 


+) 
GerTaiis about the 

; ’ ; . - 
phabetical listings f 


1955 
September 
| Boston | 
ders Hardwore Show 
Franklin Hardware & Supply Co 
Convention & Stockholders’ 
Meeting 


4 


October 


Nationea! Hardware Show 
Cotter & Co. Fishing Tackle & 
Fo Mdse S} Wv Oct Der 
Show—Spring Goods 

23-26 National Hardware Conv. at 
Atlantic City, N. J 


November 
3- 5 Montana Hardwore & 
Assn. 
6- 8 Pacific Northwest Hardware- 
implement Assn. 


1956 


January 
16-18 Western Reto 

wore Assn. 
N. Dakota Retail Hardware 

Assn. 

Nationa! Winter 

Show, Chicago 

Indiana Retail Hordwore Assn 

Midwest Garden Supply Trade 

Show, Chicago 

Minnesota Retail Hardwore Assn 


Mountain States Hardwore-!m- 


mo err ent 4 ae | 


— = 


*} 


etail Hardwore 


plement Assn. 
eb. | Texas Hardware-lmplement 
Assn. 
et 2 Kentucky Reta: 
Assn 
31-Feb. 2 Pennsylvania-Atiantic Sea- 
boord Hardware Assn. 


February September 


- 


5. 7 North Coast Retai! Hardware 
Assn. 











National Events 


American Hardware Mfrs. Assn. joint tional Wholesale Hardware Assn., 
Oct. 23-26 at Atlantic City, N. J. 


annua! convention with the Na- 
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The leaders in 


WEATHER STRIP 


for 35 years! 


_Numetal 
WEATHER STRIP 








FOR DOORS FOR WINDOWS 
Completely packaged 


For all standard 28. 
ready to install. 


30 : 32 and 6 double 


hung windows. Com- 





Available with regular 
door bottom or with 

> » | -.. 
threshold and exposed pletely packaged 


¢ hook. ready to use. 











a 
Ready to hand your customer—Ready to Use! 












































The “ORIGINAL” coil metal 
and felt weatherstrip 


Works perfectly on windows, 
storm sash or doors. Made of 
wool felt and white metal. In- 
dividual carton contains one 18 ft. 
roll with nails and instructions. 
Packed 12 cartons in free dis- 
play case 











ORDER DIRECT TODAY! 
r ; Qvar 
MACKLANBURG-DUNCAN CO. Ry 


OKLAHOMA CITY 1, OKLAHOMA 





CONTROLLED 
DISTRIBUTION 


Reasons 


Dealerships 
are 


Protitable 


1, Full Discount on All Items 


2. Full Profit on Every Sale 


S 
3 Protection from Price (ytter 


v ° ry -o- 
. the Facto’. 
MALL '5 


manu 
reY tool} 
aler pows yo 
te ‘turer, who give® -_ 
“C ntrolied Distribus 4 
: * 7 7 (2) a~ 
You do not deal sage te we 
alers— yo" get t see 
- ‘ ' oY. 
Tiscount on all it m sa 
ak Full Profit on r 
: sell. 
MAI L Tool that ere 
A 1 you get prote< 
nd | t Pro 
from price Cutters 


Here are More Reasons Why 


Your Profits Will Grow with A 


MALL Dealership 


® MALL TOOLS are tailored to the job 
MALL Dealers can supply every customer 
with the exact too! he needs 

@ MALL is the quality line that gives quality 
performance and quality performance 
means repeat business from satisfied 
customers 

@® MALL TOOLS are nationally advertised— 
the name MALL is recognized everywhere 

® MALL Dealers are backed by outstanding 


factory service. MALL maintains service 


warehouse ~ from coast to coast 
Phone or write our Chicago office or the MALL 
service worehouse nearest you. Learn how you 
can make profits with ao MALL Dealership. 
Preemie 


MALL TOOL CO. Port Aste Power roots 


*Gasoline + Electric + Air 
7702 S$. Chicago Ave., Chicago 19, illinois 


| Gentlemen: How can I become an author 


wed MALI Dealer” 
j Name 


i Company 


= 


Address 
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National Wholesale Hardware 


Headquarters, 
heim Hotel. Arthur L. Faubel is 
secretary of the manufacturers as 
sociation with offices at 342 Madi 
son Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ asso- 
ciation with offices at 1900 Arch St.., 
Philadelphia 3. 
Industrial Supply Convention, May 
21-235, 1956, at Atlantic City. At- 
tendance restricted to members. 
Sponsored by American Supply & 
Machinery Manufacturers’ Assn.., 
W. B. Thomas, Hunter-Thomas As- 
sociates, 2130 Keith Bldg., Cleve- 
land 15, business manager; the 
National Industrial Distributors’ 
Assn., 1900 Arch St., Philadelphia 
4, Robert C. Fernley, executive sec- 
retary; The Southern Industrial 
Distributors’ Assn., 712 Volunteer 
Bidg., Atianta, E. L. Pugh, secre- 
Lary-treasurer. 


National Builders Hardware Exposi- 
tion, Sept. 18-21, at St. Louis, Mo. 
Sponsored by the National Builders 
Hardware Assn., managing direc- 
tor John R. Schoemer, and the 
American Society of Architectural! 
Hardware Consultants, executive 
secretary, W. A. Mathewson. Ad- 
ministrative offices of both associa- 
tions are at 515 Madison Ave., New 
York 22, New York. 


National Hardware Show, Oct. 17-21, 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17. New York. Frank Yeager, di- 
rector. 


National Housewares & Home Appli- 
ance Show, July 9-13, 1956, at Con- 
vention Hall, Atlantic City. Spon- 
sored by the National Housewares 
Manufacturers Assn., 1140 Mer- 
chandise Mart, Chicago 54; A. W. 
Ruddenberg, executive secretary. 


National Sporting Goods Convention 
and Show, Feb. 5-9, at Hotel Morri- 
son, Chicago. Sponsored by the Na- 
tional Sporting Goods Assn., 716 N. 
Rush St., Chicago 11. Address re- 
quest for exhibit space to Robert 
J. Youngblood, assistant NSGA 
ecretary 


Assn. 
joint annual convention with the 
American Hardware Manufacturers 
Assn., Oct. 23-26 at Atlantic City, 
N. J. Headquarters, Mariborough- 
Blenheim Hotel. Thomas A. 


le Vy. Jt 


Fern- 
, is executive secretary of the 
wholesalers’ association with offices 
at 1900 Arch St., Philadelphia 3. 
Arthur !.. 
the mrru:acturers’ association with 
offices at 342 Madison Ave., New 
York 17. 


Faubel is secretary of 


National Winter Housewares Show, 


Jan. 19-26, at Navy Pier, Chicag». 


Marlborough - Blen- 


California 


4,” } = . 
Sponsored National Housewares 


Wanufacture! Assn., 1140 Mer 
chandise Mart. Chicago 54: A. W 
Buddenberg, executive secretary. 


Regional Events 
Coiter & Co. Fishing Tackle & Fall 
Merchandise October 
Merchandise Show—Spring Goods, 
Oct. 17-27 at company headquarters, 


; 


id . . 
> » + bis + 
ooo East Illinois Le. 


Show: and 


, hicago. 


Coiter & Co. Annual Convention and 
Merchandise Show, Feb. 12-14, 1956, 
at company headyuarters, 365 East 
lilinois St., Chic go 

kastern Garden Supply Trade Show, 
Feb. 7, 1956, at New York, spon- 
sored by Garden Supply Merchan- 
diser Magazine, 1901 St. Paul St., 
Baltimore 18. 

Franklin Hardware & Supply Co., 

Convention and stockholders’ meet- 

ing, Sept. 19. Merchandise displays, 

manufacturers’ exhibits, and stock- 
holders’ bang iet and meeting. Com- 
pany headquarters, 918 N. Dela- 

ware Ave., Philadelphia 23. 


Gift Shows: Washington, D. C., New 
York City, Aug. 22-26, at Statler 
and New Yorker Hotels: Boston, 
Sept. 12-16, at Hotel Statler; Phila 
delphia, Oct. 2-5, at Hotel Benjamin 
franklin. George F. Little manage- 
ment, 220 Fifth Ave., New York 1, 
N. Y. Chicago show conducted by 
Eastern Manufacturers and Im- 
porters Exhibit, Inc. 


Midwest Garden Supply Trade Show, 
Jan. 24-26, 1956, at International 
Amphitheatre Exposition Hall, Chi 
cago. Sponsored by Garden Supply 
Merchandise: Magazine, 190] St 
Paul St., Baltimore 18. 


New England Housewares Show, Feb. 
19-22, 1956, at the Parke House, 
Boston. Exhibit at Parker House. 

Hugh R. Rooney, Show Committee 

( 


‘*hairman. Parker House. Boston 7. 


State Events 


Arkansas Retail Hardware Assn., 
Feb. 12-15, 1456. Session and ex 
hibit at Robinson Auditorium; hote! 

Marion Hotel, Little 
Rock. J. Wayne Tisdale, 908 Recto: 


ldg.. Little Rock 


neadauarters, 
7] 
i> 


Retail Hardware Assn.., 
Feb. 12-15, 1956, at Fairmont Ho- 
Lei, San Francisco Krueger B. 
Jacobson, 262 Western Merchandise 
Mart. 1355 Market St., San Fran- 


CISCO . 


‘arolinas Hardware 


Oo - : ~ 
25, 1¥9d6. Sessions and 


(ssn.. Feb. 21 
exhibit at 
Radio Center; hotel headquarters, 
Hotel Charlotte, Charlotte, N. C 
D. W. Laws, 118 East Fourth St., 
Charlotte 2. 
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Connecticut Hardware Assn. Feb. &. 
i956, at Brid 
headquarters at Stratfield Hotel. 
Bridgeport. Ne Russell, Harris 
Hardware, Sout] ‘oO 


report. Sessions and 





Illinois Retail Hardware Assn.. Feb. 
21-23, 1956, at Sherman Hotel. Chi- 
cago. William F. Ewert. 1194 Mer- 
chandise Mart, Chicago 54 


~ 


Indiana Retail Hardware Assn... Jan 
24-26, 1956. Sessions and exhibit at 
Murat Temple; hotel headquarters. 
The Sheraton-Lincoln, Indianapolis. 
W. J. Sheely, 964 N. Pennsylvania 
St., Indianapolis 4 


lowa Retail Hardware Assn., Feb. 7- 
10, 1956. Exhibit at Veterans Me 
morial Auditorium: sessions and 
hotel headquarters, Hotel Savery. 
Des Moines Philit R ) 
Mason City 


} i‘ obson. 


Kentucky Retail Hardware Assn. 
Jen. 31-Feb. 2, 1956. Sessions, ex 
hibit and hotel headquarters, Ho 
tel Kentucky, Louisville Edward 
Kelley, 201 Republic Bldg Louis 


sm « 


ville 2 | Eliminates Old-Fashioned Door Knobs _ 


bad 


Louisiana Retail Hardware Assn. a? é = ; ; 
March 11-12, 1956, at Hotel Roose- | : : ; NEW PROFIT |! 
velt, New Orleans. David O. Mans- | mi dO | Y 


field, P. OC. Box 1696. Jackson. Miss. : x WARI DEA | oan 


Michigan Retail Hardware Assn.. Feb 
i3-15, 1956. Civie Auditorium and ret 
Hotel Pantlind, Grand Rapids. Har- 


+ 


> 


= a Now! For the very first time, heres oa 
tional Tower, Lansins bee | 


old W. Sct ymacher, Michigan Na NEW MODERN DESIGN 


~~ 


¢ door latch with flush, smoot streamlined surfaces that 


re in keeping with mocern orchitecture. i? has no 
Minnesota tetail Hardw are (ssn.. ee knobs to damoege walls » feature which eliminotes 
Jan. 24-26, 1956. Exhibit at Muni . the need for door stops 
ipal Auditorium, Minneapolis. C 


Ectiecien gies Me en, OF INSTALLATION I 


lo install ao Soss Lev-R-Latch, all thats 





. : 9 or e 
Minneapolis 4 a necessary is to bore two holes and insert four screws 
| ri This can be done so easily and so quickly that lobor 


rT ‘ee a” ts o cut os much as } 
Missouri Retail Hardware Assn., Feb. a 4 owe , 
14-16, 1956, at Hotel Jefferson, St 


Leeda Wineww. Suhaver: 1000: Amenie BUY APPEAL 


The simple, yet str xing beauty of this 


e aHae 


Ridg x1? () ve ~ + ; 4 | ‘ 


. oe Te & ‘ ne modern tatch will give home interiors on odded 
[th a . wie See” ees w : pra 
il $y! a ate 


smortness and modernity they ve never had before 
Also. its low cost and high quality make this Soss-Lev-® 
Montana Hardware & Implement 

Assn., Nov. 3-5. Sessions and hotel : ot fe eee > price class 
headquarters, Rainbow Hotel, (;reat EE sw Z 9 
Falls; no exhibit. Norman O. Ble 
ins, P. O. Box 1152, Helena 


Latch on item that will be used in homes of every 


Mountain States Hardware & Imple- . 
ment Assn., Jan. 24-26, 1956. Ses ! SOSS Manufacturing Company 
ions and hotel headquarters at Ho P.O. Box 38, Harper Station, Dept. 93 
tel Cosmopolitan. Denve ‘ran Detroit 13, Michigan 


, le al ' . : , Ps Soss lLev-R-Latch 
W Re ’ ‘ } ice ' £i4i@i. ai ms @ fitting com- 9) ease fr sen ome comp ele information and pricet on 
panieon to the . 
werid-famovus The starting new 2045 Lev-R-Loatch 
: Soss Invisible The world famous Sorts invisible nge 
Bons , 46 , , . Hinge, ''The 
Nebraska Retail | Hardware Assn.. : Hinge Thee Hides 
1956. Exhibit and ses- | . itself.” ) dealer 
naha Auditorium: hotel 
Fontenelle Hotel. The Sess Hinge hes no protrud- 
' 7 ) ing hinge butt. t's completely 
Met OY, J nsur hidden from view when doors 
in * ort lids are closed. Use it when- 
| ever you bwild or remodel. 


England Hardware Dealers 
Lssn.. ret Z wo LY exhibit at 
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Hotel Statler and ist Corps Cadet 
Armory; sessions and hotel head- 
quarters, Hotel Statler, Boston. A. 
C. MacHardy, 185 Dartmouth St., 
Boston 16. 


New York State Ketail Hardware 
Assn., Feb. 13-15, 1956. Exhibit at 
War Memorial; sessions and hote! 
headquarters, Hotel Syracuse, Syr- 
acuse. Nicholas H. Kiley, Hills 
Bidg., Syracuse 2. 


North Coast Retail Hardware Assn.., 
Feb. 5-7, 1956. Exhibit and sessions 
at Masonic Temple; hotel head- 
quarters, Heathman Hotels, Port- 
land, Ore. Martin W. Danko, Route 
12, Box 109, Fife Sq., Tacoma. 


North Dakota Retail Hardware Assn., 
Jan. 17-18, 1956. Sessions and ex- 
hibit at City Auditorium; hotel 
headquarters, The Leland-Parker, 
Minot. Miss E. J. McGrann, 54% 
Broadway, Fargo. 


It's time to ORDER 
EVER-HANDY™ screw 


assortment REFILLS! Ohio Hardware Assn., Feb. 6-8, 1956. 


Exhibit at Public Auditorium; ses- 
sions and hotel headquarters, Hote! 
Cleveland, Cleveland. John B. 
Conklin, 198 So. High St., Co- 
lumbus 15. 


THE EAGLE LOCK CO. 


Subsidiary of Bowser, Inc 
TERRYVILLE, CONNECTICUT 





J 





Oklahoma Hardware & Implement 
Assn., Feb. 21-23, 1956, at Okla- 
homa City. Sessions and exhibit, 
Municipal Auditorium; hotel head- 
quarters, Skirvin Hotel, Oklahoma 
City. Aaron Gritzmaker, 515 Mid- 
west Bldg., Oklahoma City. 


DISTANCE to 
wEATHERSTRIP 
PROFITS is 





Pacific Northwest Hardware & Imple- 
ment Assn., Nov. 6-8, at Multnomah 
Hotel, Portland, Ore. J. Malcolm 
Smith, 614 Empire State Bldg., 
Spokane, Wash. 


ONE GREAT LINE 
: Pacific Southwest Hardware 


CushionSeal 
u On Feb. 21-23, 1956. Exhibit 


Vinyl Plastic Weatherstrip ae nicipal Auditerium; sessions and 

hotel headquarters, Wilton Hotel, 
Long Beach, Calif. Otto H. Grigg, 
Room 1120, 416 W. &th St., 
Angeles 14. 


Assn.., 
at Mu- 


seeeee 


Stock the complete line of 
Vinyl Plastic Weatherstrip! 
Cushion-Seal has the answer 
for any weatherstripping prob- 
lem and 


Los 





its ease of 
installation a “Natural” 


for the “Do-it-yourself” market. 


is Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 31-Feb. 2, 
1956. Sessions and exhibit, Conven- 

3 tion Hall; hotel headquarters, Ben- 

IN ATTRACTIVE® jamin Franklin Hotel, Philadelphia 
SELF -SERVE | W. Jenness, Room 707, 1616 


Walnut St., Philadelphia 3 


043354. 


PRODUCTS 


South Dakota Retail Hardware Assn., 

452) April 3-5, 1956. Exhibits Coli 
YO. NGSTOWWN 

~e seum: sessions and head- 

quarters, Cataract Sioux 


es oe ~~" 
mat 


hotel! 
Hotel, 





Falls. O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 19-21, 1956, in Nashville. Ses- 
sions and hotel headquarters, An- 
drew Jackson Hotel, Nashville. 
Morris Jones, P. O. Box 784, Nash- 
ville. 


Texas Hardware & Implement Assn., 
Jan. 29-Feb. 1, 1956. Sessions, ex- 
hibit at hotel headquarters at 
The Statler-Hilton, Dallas. R. M. 
Souder, 1108 Gibraltar Life Bldg.., 
Dallas 2. 


Tri-State Hardware & Implement 
Assn., Feb. 13-14, 1956, at Hotel 
Herring, Amarillo, Tex. M. D. Shep- 
pard, 719 Lipscomb St., Amarillo. 


Virginia Retail Hardware 
March 4-6, 1956, at Fort Monroe 
(Old Point Comfort). Exhibit, ses- 
sions and hotel headquarters, The 
Chamberlain, Fort Monroe. G. T 
Omohundro, Jr., Scottsville, Va. 


Assn.. 


Western Retail Implement 
ware Assn., Jan. 16-18, 
sions and exhibit Municipa! 
Auditorium; hotel headquarters, 
Hotel President, Kansas City, Mo. 
W. J. Shaw, 3915 Main St., Kansas 
City 2. 


& Hard- 
19-6. Ses- 
at 


West Virginia Hardware Assn., Feb. 
12-14, 1956, at Hotel Prichard. 
Huntington. James C. Fielding, 
1628 McClung St., Charleston 1. 


Retail Hardware 
1956. Exhibit 
sions Milwaukee Auditormm- 
Arena; hotel headquarters, Hotel 
Schroeder, Milwaukee. H. A. Lewis, 
Stevens Point. 


Wisconsin 
Feb. 7-9. 


Assn.. 


and ses- 


at 


Dinnerware and Giftware 
Draw Women Shoppers 


Hardware stores that fail to at- 
tract women buyers are missing a 
great opportunity, says Paul Bache 
of the Bache-Sage Hardware Co., 
Baker, Ore. 

And a good way to get them in- 
side a store, according to Mr. 
Bache, is to stock dinnerware and 
gift lines in an attractive setting. 

He says, “Table and gift wares 
are not only profitable in them- 
selves, but they increase sales in 
all sections. Women coming in for 
something in these lines have a 
chance to paints, and waill- 
papers, as well as sporting goods 


see 
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and other hardware lines, many of 
which suggest themselves as gifts 
for their husbands, sons or 
brothers.” 

Bache-Sage recently remodeled 
its store installing an all glass 
front. The new table and gift- 
wares section was given a pre- 
ferred position so that the china, 
glass, pottery, brass and copper 
lines can be seen from the street For Complete 
as well as from the inside. Over- ° ° 
head lights were installed to attract Customer Satisfaction 
the gazes of evening window shop- 
pers. 

The firm handles a quality line of 

American dinnerware in addition 
to several popular priced ones. It 
always features open stock, Mr. 
Bache states, because most people 
will buy a starter set of better qual- 
ity if they can purchase a few 
pleces at a time. 

Gift lines which sell well in the 
store, he says, include copper and 
brass novelties; planters, particu- 
larly those of the brass type, and 
imported novelties—figurines, lit- 
tle dishes and vases. 





Sponsors radio show 


Bache-Sage promotes its dinner- 
ware and giftware in its advertis- 
ing too. It sponsors a 15 minute 
news program every evening at 
5:30. The program allows three 
commercials with the dinnerware 
and giftware receiving a sizeable 
share. The store also co-sponsors 
a quiz program. 

Although the firm has found ra- 
dio to be its most effective medium 
for advertising, it also uses the lo- 
cal newspaper once a week. Some- 
times the ad is run within a two- 
page spread in which other mer- 
chants in the area also advertise. 
Each merchant’s individual ad is 


Here’s an ideal money maker for thicknesses to 1% inches. 
farm, home, light industry and With standard track lengths and 
“do-it-yourself” markets. This Co- the Coburn 5916 in stock, you'll be 
burn #5916 Door Set comes com- able to meet all demands for lighter, 
susvounded br o banker te watts plete in one package (without track) sliding door hardware. Sih 
stand out. In these cooperative containing everything needed for Write for catalogue and price list 
programs, Bache-Sage usually ad- quick, easy installation. It can to Coburn Sales and Engineering, 
vertises specials, with dinnerware handle doors up to 300 lbs. with 56 Sterling Street, Clinton, Mass. 
and giftware featured during cer- 
taln seasons. 

Bache-Sage backs its advertising 
with various promotional material 
including stuffers sent out with the 
monthly bills. Along with its gen- Cc © B U R N wy i oO D U Cc T Ss 
eral policy of aggressive advertis- 
ing and selling, the store is not 
overlooking the often important 
particulars—-such as women shop- 
pers 


‘eleltienacmel. 


- = 4 


WICKWIRE SPENCER 


0,50) 7 Yolen atiaeee +. bomee ce). 
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WHAT'S NEW 








®@ For more information on these products and services 
use free post card on page 95. 


(Continued from page 13) 
orange and _ white. 
Pink bulbs will be packaged in new 


green, blue, 
five-lamp, open display Christmas 
packs, which are in red and green 
snowflake embellish- 
Space is provided on the 


colors with 
ment 
package for price marking. Gen- 
eral Rleetrice Co. 


For more data circle Ne. 10 on positard. p. 95 


Brass Surface Bolts 
Low-priced hand polished brass 
surface bolts, having a concealed 
guide and a strong tension spring 
to hold the throw in place, feature 


interlocking construction ,olts 





are made of extruded brass, and 
ire furnished with both universal 
strikes so that bolts 
n be adjusted for all kinds of in- 


=f ’ 


and mortise 


ions. Four screws provide a 
solid installation. Bolt sizes range 
from 2 to 24 in. Bolts are indi- 
vidually packaged in special enve- 
lopes, complete with screws. Sur- 
face bolts are also available in all 
sizes in the standard finishes, in- 
cluding bright and dull chrome. 
polished and dull bronze, dull brass, 
dull black, and aluminum on brass. 
Baldwin Mfa. Corp. 


For more data circle No. 11 on posteard, p. 95 


Plastic Handle Grips 

Plastic insulation to prevent ex- 
cessive fatigue has been added to 
handle grips of 23 Proto tools. 
Grips, known as Handeze come in 
three sizes, for 4-6 in. pliers, 6-8 
which fits 


in., and the large size 


9? 











pliers & in. and longer. Grips may 
slipped onto handles. 
Tools with factory-installed plastic 


be easily 


crips are three multiple-leverage 
snips, a nipper, and 19 types of 
pliers. Plomb Tool Co. 


For more data circle No. 12 on postcard, p. 95 


Thin Gas-Fired Furnaces 
Four thin gas-fired furnaces 
have been added to Blend-Air heai- 
ing line. Units include both upflow 
and downflow models with capac- 
ities of 80,000 and 100,000 Btu in- 
put. Combination of tight casing 
construction, heat exchanger de- 
Sign, and adjustable direct drive 
blower enables furnaces to be used 
with 3% in. pre-engineered ducts 
and blenders as well as with con- 
ventional type distribution sys- 
tems. All models are designed to 
work as an integral part of year- 
round air conditioning systems. in 


most installations. cooling coils 








may be installed in the furnace 
plenum and the balance of the 
equipment outside the 
house. All models are A.G.A. ap- 


located 


proved for natural, mixed, manu- 
factured and LP-gases and have 
90 pct high-altitude ratings on 
80,000 Btu models and 100 pct 
ratings on 100,000 Btu models. 
(Coleman Co. 


For more data circle No. 13 on postcard, p. %5 


Dolly For Canister Cleaner 
Now available for the DC-7 can- 
ister cleaner is this four-caster 


dolly. Mounted on easy rolling bail 





bearing, the dolly combines with 
the Merry-Go-Round base of the 
cleaner to add more convenience 
and flexibility for room cleaning. 
Dolly lists for $7.95. Westinghouse 
Electric Appliance Di 


For more data circle No. 14 on postcard, p. 95 
Three Piece Range Set 
Three 


basket, 


and cookie jar 


piece range set, waste 


humidor 


, , 
iarge 21Ze cake 


are made of polished 


— lap] ' Renal 
aluminun with black enameled 
trim and feature silhouettes to ad 
note thell ise Protective coating 


prevents finger 


printing. Items are also offered 


| 


copper-colored aluminum. In 


polished aluminum. the set lists for 


$3.50; in copper-colored aluminun 


> = . " ' : << - 
sw fh { (MK ie’ “al 1]STsS ’ | ~ yi) 
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Order 
from Your 
Wholesaler! 


MERCULES CHEMICAL COMPANY, INC. 
332 Canal St., New York 13, N. Y. 
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Constantly 
advertised in: 
SATURDAY 
EVENING POST 
POPULAR 
MECHANICS 


POPULAR | 
SCIENCE 


FAMILY 
HANDYMAN 





WHAT'S NEW 





in polished aluminum, $2.95 in 
copper-colored model. Both the 
cake humidor and waste basket 
lists for $3.95 in polished alumi- 
num and $4.95 in copper-colored 
aluminum. West Bend Aluminum 
Co. 


For more data circle Ne. 15 on peosteard, p. 95 


Two-Quart Ice Bucket 


Here is a new Thermos 2-qt ice 
bucket in the moderate priced field 


for customers who want a bucket 
to keep ice all evening. It comes in 
charcoal gray with rice white cover, 
or in rice white with charcoal gray 
cover. Suggested retail price is $15. 
imerican Thermos Bottle Co. 


Fer more data circle Neo. 16 on postcard, p. 95 


Workshop Power Tool 
Here is a single unit multi-pur- 

pose power tool for home work- 

shops it 


is an &-in. tilting arbor 
circular saw, 4-in. jointer and 10- 
in. disk 


cabinet. 


sander in a_ table-top 
A turn of a wheel brings 
one tool up, keeps the others down. 
Attachments are a wire brush, 
polisher, drum sander, buffer, rotary 
file or router, and portable drill. 
The table can take 14-in. wide ma- 
terial. It can rip the center of a 


4-ft panel. The machine is 33 in. 
wide, 33 in. deep, 34 in. working 
height, and has a *% hp motor. The 
machine comes in colors. Retail 
price is $274.50. Yates-American 


Machine Co. 
For more data circle Ne. 17 on postcard, p. 95 


Bathroom Scale 


Model 700 Counselor Personal 
scale features a chrome body and 
trim, plus an all-viny! mat which 
prevents slipping and is easy to 
clean. Monotrol movement assures 
accuracy and mechanical stability. 
Line-O-Site indicator makes it 


easy to read. Boxed in a new gift 
package, red, blue and black on 
white, which may be used as a 
counter display, scale retails for 
$12.95. Brearley Co. 


For more data circle No. 18 on postcard, p. 95 


Automatic Coffeemaker 


A percolator type, 10-cup auto- 
matic coffeemaker, which makes as 
few as three cups, is finished ‘in 
polished chrome over aluminum set 
off by a black plastic base and a 
black anodized aluminum iid. 
Equipped with two heating ele- 
Model PE-552 coffee- 
maker can begin percolating with- 
in 45 seconds after the unit has 
been plugged in. Thermostat pre- 
vents coffee from boiling or re- 


ments, the 


at” ~<F 


percolating. A 6-ft detachable cord 
is included. Retail price: $19.96. 
Electric Appliance Div., Westing- 
house Electric Corp. 

For more data circle No. 19 on postcard, p. 95 


Kerosene Heater 

Equipped with a forced-air fan, 
a kerosene cabinet heater that fea- 
tures economy and increased com- 
fort has two completely porcelained 
blue-flamed burners and an output 
of 25,000 btu. Cabinet and door 


are finished in Sahara sand porce- 
lain. Quaker Mfg. Co., Heating 
Div. of Florence Stove Co. 
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Household Step Stools 


Additional features have been 
added to two low-priced step stools 
with no increase in cost. Models 
1-A and 4-C now have chromium- 
plated tubular steel legs instead of 


- | 
io Model 4-A Model 4-C sk 


enameled semi-tubular legs. Mode! 
4-C has a backrest support for- 
merly found only on deluxe models. 
Both units have baked-on enamel 
finish in red, vellow and green. 
Mode! 4-A retails at $8.95, 4-C at 
$9.95. Hamilton Mfg. Corp. 
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Grooved Receivers 

Grooved receivers, to permit fast 
and easy application of scope 
mounts and scopes, are now avail- 
able in this Winchester line of 22 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successtu!l hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 














more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 














BUSINESS REPLY CARD 


No postege necessery if moiied in the United States 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 












































When you want more free information on any of these products, simply 





mark a circle around the same number on the post card as appears 
under the individual item description. 








Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 
































Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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selling HYD E “Clapg, 
— S 


WHY THEY BUY 


: % be < . aye | 
SETHE LINE YOUR CUSTOMERS LIKE " ‘ Red hand knob — better 


eye and buy appeal 
MORE new models 
use suggestions 


SMALL ASSORTMENTS — DISPLAYED TO SELL q — - — 
FULL 40% DEALER NET PROFIT : — 


for corners 


Chrome dome heod to 
drive om loose nails and 
obstructions 


ORDER NOW 
FROM YOUR 
JOBBER 


5 

NEW! No. 85 No. 8 DISPLAY 

Red hond knob with chrome Smal! size with 1'/2 blede ‘ 

hommer-heod; hos 2'/2°° dou- for window sosh, trim Free wood display with these 
scrapers 2 doz. 80 1 doz 

ble edge stee! blode to scrope choirs, etc. Feotures red att a | dee. 290 — 9 dee. enth 

doors, woodwork, tables, etc. hond knob with chrome if f bi a . Gan Sheds 

Retail! $1.49 eoch, 6 on cord hammer-heod. Retoi! $1.19, ee lh. "ia sales $36.18 

Tota! soles $8.94. Decler Cost 6 on cord.Totol soles $7.14 ~—< cost $21.71 

$5.36 Decler cost $4.28 


HYDE MANUFACTURING CO. nass'*u'sa° 


2 
oo Ge ° 














and the best 
heater line! wen 
add up te mare 


heater business--- 


WHAT’S NEW 





(‘Continued from page 94) 


caliber rifles on new model 77, in 
both box and tubular magazines, 
and models 61, 62, 63, 69, 72 and 
75. Your customers can clamp a 
scope mount on the receiver with a 
coin-slotted screw. Olin Mathieson 
Chemica! Corp. 
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Electric Trivet 

This electric trivet is of con- 
temporary design for customers who 
want a food warmer to keep full- 
sized casseroles and meat trays hot. 
It has a black wrought iron finish 


with wooden legs, an oversized spun 
aluminum center cap and extruded 
aluminum satin-finished handles. 
The 55-watt element heats up to 
200 degrees. Paragon Electric Cs 
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Cooking Utensils 

Four units of copper-clad stain- 
less steel cooking utensils, in new 
sizes or combinations, have been in- 
troduced. A packaged set of three 
French chef skillets in 6, 7 and 9- 
in. sizes, complete with covers and 
a set of six solid copper hangers 
which retail for $19.95 is illus- 
trated. Two Revere Ware tea ket- 
tles in stainless steel with copper 
bottoms, having two- and three-at. 


Comfort comes in... 


Pertection Cool Cabinet 
Gas Heaters 


NEW DECORATOR MAGIC 

See Perfection’s beautiful new Sierra series. The Sierra 
Moreno in mahogany and tan — Sierra Blanca, sand 
and white—Sierra Verde, green and beige—Sierra Del 
Mar, turquoise and beige. 


DIRECTS HEAT WHERE YOU WANT IT! 
This amazing new kind of heater delivers all of its 
housewarming heat at the front. The top, side, back 
and bottom of the cabinet stay “touch-cool.” You can 
actually grow plants on top. No more streaked walls. 
Choice of sizes. LIFETIME BURNER GUARANTEE, TOo! 
Perfection Industries, Inc., (formerly Perfection Stove 
Co.) 7647-C Platt Avenue, Cleveland 4, Ohio. 


DON’T MISS THIS 
MAMMOTH SPECIAL 
HEATER EVENT AT 
YOUR FURNITURE, 

HARDWARE OR 





At HOME peseaves 
Perfection 
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capacities and featuring large 


spouts with large cover openings, 
retail for $5.95 and $6.95, respec- 
tively. A one-cup egy poacher Can 
also be used to warm prepared baby 
food or, when cup is removed from 
inset, to warm baby bottles or as 
a one-sauce pan. Revere Copper and 
Brass, Inc. 
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Stair Tread Tacks 

Matching tacks are now avail- 
able for rubber stair treads in red, 
green, gray, brown and black for 
Carpetex, Color-Treds and stand- 


ard and heavy weight rubber 
treads. Suggested retail price is 
20¢ per box of 50 tacks. Natco 


Products Corp. 

For more data circle No. 25 on postcard, p. 95 
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Brooms in Color 


For easier crimped 
electrene bristles are used in the 


Sw eeping, 


Sweep Queen broom, which has ex- 
tra wide flare and triple stitching 
for durability. Bristles are wash- 
able. Colors, to fit in with any 
kitchen scheme, are fire glow, tur- 
quoise and sunset. Modglin Co., 
Inc. 
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Plastic Dish Pan 
New 15 in. polyethelene dish pan 
is chip proof, rust proof and prac- 


tically unbreakable. It lists for 
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$1.89 and comes in red, W hite. vel- 
low and pink. Also new is hook 
available in 


eaddy which is 


wrought iron finish and brass 
finish. Lists for 98é¢ in black an‘ 
$1.49 in Artistic W 
Products Co. 
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brass. 


Outdoor Lighting 

Furnished with a special Hycar 
rubber lamp gasket, the No. 5 de- 
luxe Utilite has chrome-plated 
socket housing and mounting arm 
Mounting base is cast aluminum in 
black finish and is punched to fit 
either 314-in. or 4-in. outlet box 
Unit may be mounted on any flat 
surface, and is equipped with 
weatherproof cord set for conveni- 
ent attachment to power cir 
Utilites can be furnished with 
ground spikes for mounting in turf 
for outdoor use such as holiday and 
convenience lighting around homes 
and commercial buildings. Stebe: 
Mfg. Co. 
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Annie Oakley Game 


For all cowboy and cow gir! en- 
thusiasts from 4 to 12 years of 
age, the Annie Oakley game is a 
competitive board game as Annie 
and her deputies try to capture 





fugitives. 


law-breaking 
four Young people can play Re 
tails for $1. Milton Bradley Co 
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Frozen Food Knife 


A knife for frozen meats, vege- 


tables, fruits and 


them even when they are just out 


of the freezer. Knife 
without difficulty fo 
control of the size of portions o1 


of food 


‘uts throug! 
pacKayes ) 
amount used. 
steel blade is 




















Two to 


desserts curs 


Stainless 


serrated and the 
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TT: pacouct® 
. ENGINE a micr 


TH 


BUILDS 
EXTRA 
SALES 
* 


Makes 
Better Displays 


EPCO =+560—America’s largest selling. 
most specified lifetime magnetic cabinet 
catch NOW comes in a NEW modern 
package, designed for powerful sales 
producing counter and window displays 
~—AND for greater ease of dealer han- 
diing. Each power-plus Magna - Tite 
catch, including necessary mounting 
screws, is enclosed in a transparent plas- 
tic container, mounted as shown on an 
attractive display card—and packed 12 
to an also newly designed display carton. 
Ready for immediate shipment. ORDER 
TODAY! 



















See Your Jobber — Or Write 


“te ENGINEERED 
PRODUCTS CO. 


P. ©. Box 118 Flint 1. Mich. 


EPCO OF CANADA 
550 Hopewell Ave © Toronto 10. Ont. 









WHAT'S NEW 





@ For more information 
on these products and 
services use free post 
card on page 95. 


teeth are designed specifically for 
cutting frozen food. Blade needs no 
resharpening. The handle is of im- 
ported rosewood. Knife is gift 
packaged and retails for $3.95. 
Russell Harrington Cutlery Co. 

For more data circle No. 30 on postcard, p. 95 


Stands for Plants 


A 3-tier stand, illus- 
trated, and a plant stand have been 
added to the Carlco line of stands. 
The 3-tier stand, and a 2-tier 
stand, is for porches, patios and 


corner 


living rooms, and is made of heavy 
gauge wrought metal. This stand 
is 27 in. high and 10%4 in. wide 
and long. The garden stand, 25 in. 
high, 26 in. long by 7 in. wide, has 
two shelves. Four 4% in. ribbed 
pots in black with brass coated 
upper rims, are packed with the 
stand. Carlisle Manufacturing Co. 
For more data circle No. 31 on postcard, p. 95 


Threshold Mat 


Cotton carpeting and heavy gage 
rubber are combined in the Akro 
threshold mat for use inside the 


100 


house. May also be used as splash- 
catcher in front of lavatory sink, 
as carpet protection in front of TV 
sets, or in other busy areas to pro- 
tect carpeting or cover worn spots 
in flooring. Mat has non-skid rub- 
ber base and is also useful as a 
mat for tub or shower. Colorful 
cotton and harmonizing rubber base 
give mat decorative use. Made in 
18x36 in. and 21x36 in. sizes in 
beige, wine, grey and green. Re- 
tail suggested prices are $3.98 and 
$4.98. The Buxbaum Co. 
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Pair of Barometers 


Consul Stormoguide barometer, 
illustrated, available in gray or 
brown plastic case with gold and 
satin-white dials, is a combination 
barometer, thermometer and hy- 
grometer. Provides 16 definite 
weather predictions for varying 





barometric conditions. Retails for 
$10. Ship’s Wheel Stormoguide 
barometer is finished in blonde 
rimmed with solid brass 
spokes, with a wire easel for desk 
use. Barometer has 16 detailed 
weather forecasts on dial and gives 
=pecific forecasts for barometer 

changes. Retails for 
Taylor Instrument 


maple, 


pressure 
$13.50. (oni- 
panies. 
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Metal Ironing Table 


Four models of all-metal ironing 
have been introduced, in- 
cluding the Lady Arvin Adjustable 
Style 2800, a deluxe model with 
height adjustment between 22 and 
36 in. Finger-tip adjustability is 
a feature and non-skid rubber feet 
for firmness. Finished in turquoise 
blue enamel. Economy Adjustable 
Style 2500 adjusts to six heights 
between 25 and 35%. in. and offers 
sit down and stand up 


tables 


ironing 


Yellow top and tur- 
quoise blue legs and feet, plus 
steady legs, are featured. The 
Standard Style 2200 is non-adjust- 
able in turquoise blue, and the 
Economy Standard Style 2100 is a 
low-priced, wobble-proof table with 
white top, blue legs. From $4.95. 
Arvin Industries. 
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Gate Latch Lock 


Providing for use of padlock 
where desired, gate latch lock is 
available for use on single acting 


convenience. 


Parts are made 
of heavy gage wrought steel, ex- 
cept the phosphor bronze spring. 
Lock has antique black baked 
enamel finish over a cadmium plate 
Assembly can be used on 
right or left-hand vates, swinging 
in or out. Ornamental pull is 10% 
Tool & Dre 


gates and doors. 


base. 


in. long. Arrowsmith 
Corp. 
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+. . 
Sliding Door Pull 

Easy to install, a new type of 
sliding door pull for 
wardrobes and cabinets is mounted 


by-passing 


directly on the door’s surface with 
two bolts through the door from 
the inside. The mortising opera- 
tion is eliminated and installation 
time is saved. Door pull provides 


a firm finger grip. It blends with 
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Why hand out a 10¢ fuse 
when they'll buy a°1.50 


MINI-BREAKER’ ” 


Chances are the customer who 
comes into your store for a 
fuse is a pretty disgusted 

man. He’shadashortcircuit, 
he’s been fumbling around 
in the fuse box only to find 
he’s fresh out of spares. 


He’s in a mood to end his 
fuse troubles forever—even if 
it means giving you 15 times 
the normal fuse profit. Put a 
Mini-Breaker in his hand, show 
him it is a miniature circuit- 
breaker that screws in—right 
in place of the fuse. Point out 
that it doesn’t blow .. . it trips 
. . that it can be reset instantly 
after every overload, safely, with- 
out any doubt as to the defective 
circuit (the button pops up). 


Tell him that a ten-year-old child 
can reset a Mini-Breaker without 
shock hazard, without any knowl- 
edge of electricity . . . just by pushing a button (no waiting 
until Papa gets home before the TV can work again). 


Explain there is a delay timer, so that normal starting loads 
of power tools, freezers, air conditioners, won't trip the 
Mini-Breaker . . . that only abnormal loads will send it into 
action. Point out that it’s UL listed . . . and guaranteed to 
keep right on performing, time after time. Chances are he'll 
buy ... at a whopping big plus-profit to you. 


Of course, you could give him just what he asked for—a 10¢ 
fuse. But wouldn't you rather sell him a $1.50 Mini-Breaker? 






In 10, 15, 20, 30 amps. AC 
only. 125 volts maximum. 
The only device of its kind 
to meet all requirements of 
Underwriters’ Laboratories. 


Mechanical 


1824 River Street 


Products, Inc. 


Jackson, Michigan 
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ASTERS 


Fills 80% of 
Customer 
Requests 

with Quick 

Turnover of 

Small Stock 

























LIGHTEN 
YOUR 


A reminder to every 
customer in your store 
to take home Fault- 
less Casters and 
Glides. It rings up 
extra sales with no ef- 
fort. Takes the guess- 
work out of what to 
buy. Every item is a 
“best-seller” based on 
national retail expe- 
rience and popular 
consumer demand. 


Removable Glide 
sells itself by effort- 
less motion over 
floor surfaces. 


Removable Caster 
demonstrates easy 
swiveling ... no 
wobble .. pre- 
cision workman- 
ship. 


PREE DISPLAY with DEAL 


4-color, enameled wood counter display 
designed to increase your Caster Turnover and 
Multiply Profits from a small counter area! Comes 
complete with removable caster samples that 
demonstrate themselves—sell quality features. 


Order the Faultless 50/50 Deal from your Jobber 


FAULTLESS CASTER CORPORATION EVANCY 


fice Y 


owe 















~ me 
4 


mouse TRAT® 


ee 


ee 


with this TRANSPARENT 


AYN 


© EYE-APPEALING 
® BUY-APPEALING 
© PREPRICED 2 FOR 15¢ 








Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


MARENGO PLLINOTS 


FOOT AND 
CHECK VALVES 





a 


or 
RUBBER 
POPPET 


Save your well, increase water 
supply with a better Foot Valve. 
Strataflo Foot Valves save their 
cost in service calls they elimi- 
nate. Ideal for jet-type pumps, 
Clog-proof strainer. Write today 
for Bulletin 301. 


Order from Your Jobber 


STRATAFLO PRODUCTS. INC. 


FORT WAYNE 1. INDIANA 

















various room interiors. Pull is of 
anodized aluminum for long wear, 
and made in three lengths No. 863, 
1'% in. long; No. 865, 2% in. long; 
and No. 867, 3% in. long. Sterliny 
Hardware Mfg. Co. 
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Power Drive Machine 
Featuring extra heavy-duty con- 
struction and compactness com- 
bined with light weight, the No. 
78 Vermette power drive is a com- 
plete unit weighing only 75 lb. with 
folding tripped legs. It can be 
carried and operated by one man. 
The No. 78 can be used for cutting, 





reaming, threading and fitting op- 
erations. The chuck can handle 14 
Chuck 
grips, tightens and centers pipe 
automatically in forward or re- 


to 2 in. pipe and conduits. 


verse. Power drive fits easily into 
automobile trunk for transporting 
from job to job. Construction fea- 
tures 


include a complete’ gear- 


train with hardened alloy steel 
gears mounted on ball bearings, 
variable speed motor, case-hard- 
ened rest bars for supporting tools 
on the chuck center line for ac- 
curate centering of tools. Toledo 
Pipe Threading Machine Co. 
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Storm Window Package 


Home owners can make their 
own storm windows with the 
R-V-Lite Storm-Lite storm window 
package which contains a sheet of 
36x72 in. durable, clear plastic. 
Also included are nails, molding 
strips and instructions. Packages 
come complete in counter-display 





cartons holding 24 kits. Carton 1s 
R-V-Lite No. 24-SL. 
New retail selling price is 39¢. 
Package takes care of one storm 
window. Arvey Corp. 


called the 
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> 
Electric Shaver 
Attractive stvling and a closer 
shave are featured in the new 25 
electric shaver. Shaver has non-slip 





grip on ivory plastic ribbed sides. 
Motor has been improved, and 
black and silver vinyl caddie-case 
serves as holder for shaver. Retail 
price is $29.50. Schick, Ince. 
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Electric Blankets, Sheets 
Six automatic electric blankets, 
illustrated, and a lightweight auto- 
matic electric sheet are in the new 
Blankets of 
deluxe type are available in pastel 


line of bed coverings. 
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pink, blue and green, in addition 


to standard red and the darker E 
shades of blue and green. Sheet C M4 A N 
weighs only 2 lb and is easily 


packed for travel. All will fit 


“double or twin beds. | Both are HM PR Ch Me CSA ET oan ee 
washable in an automatic washer. ; g 
Sheet with single control is fair 

traded at $24.95 retail. dual con- T § y T . 

trol, $32.45. Standard blankets. 0 a y e 0 u i / m e 


single control, fair traded _ at 


control, $389.95, dual control, STEEL item ou want 
$47.45. Electric Appliance Driv., . y 

Fe eT ee inate 48 500 ‘| BRIGHT 
a! f stingi ONS KRlectric ( OTyp. 
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Bits, Driver Specials ; SASH CHAI N 


Four Santa Claus Specials from 





* In checking 
inventory 











regular stock and with high mark- Tee RISDON PG CO. LM RUSSELL OeeSOR . naUGATUCR comm 
ups, Including three bits and a 


screw driver set, will be woadiadiie : S| NGLE 
for the Christmas season. The JACK CHAIN 


specials are Micro-Dial Expansiv: 
Bit, illustrated, D M Borchest set eS GE ke CRE SR - CUNT. CE 


of 13 62T Bits in hand rubbed oak DOUBLE LOOP 
| COIL CHAIN 


Ta GDR FS CO | Mt MUSSEL, GIOe =6RAURATUTR COM 


SAFETY CHAIN 




















Pel OOF Ae Ce OUST. CPOE mAgmAtECE CO 





| NAVY LINK CHAIN 





a 


DOUBLE 
JACK CHAIN 


we Gee RTE: ees om 


SASH CHAIN 
chest, plastic roll set of 6 Speed- _ | ATTACHMENTS 
aoe ORR cleetnin et Blin wake is just One aspect of Russell's FOR *30, 35, 40, 45, 50 CHAIN 
: , extra-service attitude. This SS: A Lee 
close-knit, flexible organization PLUMBERS 
gives prompt, individual attention LINK CHAIN 
ee ae 


LADDER 











Crystal clear, tell-all labeling 











hollow ground point, and the No. 
150 screw driver set of five best- 
selling types and sizes. Each item 
is in a colorful gift package. Re- 
tail prices range from $2.59 for “ace “is i 
the No. 450 set to $15.50 for the pecial emphasis ™ placed on packaging REGISTER CHAIN” 

for protection plus convenience. 








to your inquiry or order. Quick 
deliveries from factory stock. 














Borchest set. The Irwin Auger ns 


Rit Ce Double wall corrugated boxes are used 
For more data circle No. 41 on postcard, p. 95 (where suitable) to facilitate reshipment. 


Magnesium Levels | Send For New, Free, 
Complete Catalog! 








Four new magnesium fievels 
have been added to this line. avail- i. . Actual size illustrotions. Gives sizes, wire 
- a. 6 : goavges ond diometers, links per foot, tensile 
“? . ‘¥ ) ») ‘ f ES “ee . , . 
able in 24, 48, 72 and 96 in > -. Pesan strength, shipping weights, 
lengths. Levels are made of ex- 3 Ga metals, finishes and pocking doto. 


truded magnesium I-beams. Edges 
and sides are smooth and 100 per- - 
cent true. A feature is their ad- — THE RISDON MANUFACTURING CO 
justable, replaceable vials, attached John M. Russell Division—Est. 1904 
to the frame by two standard ew leltleleL ! tieut 














screws, and eacn vial assembly Can £ 7: Migr of RUSSELLLINE QUALITY Pi IMBING ’ 42% 
| quickly loosened, tightened or 
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ALLEN 
KEYS 


New bright finish 
New kit 


Lower prices 





#604 Junior 
Key Kit 


Now Allen key kits pack 
more value and new sales 
appeal. 

Keys furnished in our 
key kits have a high luster 
coating — rust resistant — 
better looking — makes size 
markings easier to read. 

Six different sets, fur- 
nished in attractive new red 
plastic trimmed envelopes 
are now available at leading 
Industrial Distributors and 
Hardware Jobbers. 

Write us for descriptive 
bulletin C38, and the name 
of your nearby supplier. 








WHAT'S NEW 





removed. Vial case and window are 
a one-piece unit of shatterproof, 
clear plastic which serves as vial 
holder and protective lens. One vial 
can be removed without disturbing 
the other. Columbian Vise & Mfg. 
Co. 
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Copper Skillet Covers 

Decorator-styled copper covers 
for Fry-Skillets are available in 
square or round shapes, or the 
complete line may be obtained 
with the standard polished alumi- 
num cover. Skillets without covers 
are offered. Covers may be bought 
later at small additional cost. Do- 
minion Electric Corp. 
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. >. 

Home Packaging Kit 
Customers shopping for mate- 
rials to wrap packages at home 
will want this Tru-Test home mail- 
ing kit containing a 50 ft roll of 


heavy kraft wrapping paper, a roll 
of Tru-Test gummed sealing tape 
and parcel post labels. All this 
is in a cutter edge box and the 
kit retails for 98¢. A bigger kit, 
with 100 ft of kraft paper, retails 
at $1.39. And there is a kit, with 
a Bantam gummed tape dispenser, 


for small offices and shops, that 
retails for $3.98. The dispenser re- 
tails for $1.98. Tape, Inc. 
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Driver Attachment 

Used for driving wood screws, 
Model H-180 screw driver attach- 
ment for drills from ‘4 in. up uses 
a cone friction principle to mini- 
mize drill damage. Special clutch 
action allows operator to contro! 
screw driver’s speed for wood 


screws from No. 0 to No. 12. 
Screw-driving chuck will take 
snap-in bits for ordinary slotted 
screw heads, Phillips heads, coun- 
tersinking, and hexagonal-head 
screws and bolts. The Stanley 
Works. 
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Coated Light Bulbs 

Specially coated incandescent 
Softlight light bulbs enhance the 
richness of home furnishings and 
various color schemes by eliminat- 
ing sharply defined shadows. Light 
gives an indirect effect through its 
soft, non-glare illumination. Bulbs 
available in 75, 100 and 150-watt 
sizes. An introductory offer sug- 
gests four 75 or 100-watt bulbs for 
$1.09. Same bulb will be available 
in wattages of from 50 to 300 for 
three-way bulbs. Sylvania Electric 
Products, Inc. 
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Electric Can Opener 

Here is a high-speed electric 
heavy-duty can opener for selling 
to institutions, restaurants, and 
homes where many cans have to 
be opened quickly. Cans are held 
securely, pierced, spun, opened, and 
the covers held automatically. 
There is a handle for manual opera- 
tion in case of power failure. The 
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Boost steel wool sales with the new, modern line! 


STEEL 
- WOOL 


Space-saving display packages 
that stack better. . . sell themselves! 


_ N EW / ‘DO-IT-YOURSELF 
cutting unit can be cleaned with ° ASSORTMENT 


steam or hot water without injury Six large pads (2 fine, 

to the electrical unit. Dazey Corp. 2 medium, 2 coarse) in one package! | aaa 
For more data circle No. 47 on postcard, p. 95 Only pack of its kind in the field! Ties in with : STEEL WOOL 
the ‘‘do-it-yourself'’ sales boom. Holds the 

right grade wool for any job — an easy sale! 


TO HELP YOU SELL SS eee ov enree MEW! 


' os you display in half the 
New Displays and Other ats space of an ordinary package! 
Dealer Sales Helps 


A 16-pad package on a shelf-frontage of 
only 7%"! Sells itself when displayed with 
brand name toward aisle! Grades 0000 to 3. 


ALSO AVAILABLE IN 1 POUND ROLLS. 


consumer advertising is back of ORDER FROM YOUR JOBBER or write CLEANSER PRODUCTS, 


this new line of dollar pocket A Division of The $.0.S. Company, 7123 W. 65th St., Chicago, 38, Ill. 
knives. The line includes pony — ——— ———_$___—______—— 
jacks, heavy-duty jacks, Barlows, 

camp knives, fish knives and three- 

bladers. The Camco line has a new 

dollar jack knife for hunters and 

fishermen. All knives are made of 

high carbon cutlery steel blades, 

unbreakable solid handles, solid 

bolsters and all blades are hand 

honed. Camillus Cutle ry Co. 


(Resume reading on page 13} 








(Continued from page 13) 
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Shelf Support Display 
; ew lier ‘ earton f, : 7 - om - 
A new display carton for M-D | me ay plenty good—to feature 
c lusts > Bie Su orts Nas 1e- y : 
adjustable shelf uppers ne dis yi y. FREEZER KVP papers. Every 
cut covers folded back to illustrate , | my rare h ho] q 
- al | ‘“ household can use 3 or 
tne product. arton, printet in | ; 
| | | more products. KVP ji 
vellow and black. holds over two - SHELF PAPERS | is 3 Ss 
| known for quality and 
nationally advertised 
more and more. Profit 
margins are excellent 
—well worth your in- 
vestigation. 


It's good business — 


HEAVY WAXED PAPERS 
tHE KVP company, : 
Write for 
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TO HELP YOU SELL 





® For more information on these products and services 
use free post card on page 95. 


dozen individual packages of shelf 
supports. Each package contains 
four 2 ft. pieces of shelf strip with 
16 shelf support clips, plus screws 
and installation instructions. Com- 
plete assortment of 2 doz. pack- 
ages lists at $40.80, with no 
charge for the display 
Macklanburg-Duncan Co. 
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carton. 


Tool Kit Packaging 

Just out is this gift packaging 
for the Fixkit and Drill’N Saw Kit. 
Individual cardboard cartons hold- 


ing the steel kit boxes and their 
contents are white with red and 
green decorations. The Fixkit car- 
ton, illustrated, shows a family 
scene, while the Drill’N Saw Kit 
lists its various applications. 
jlack & Decker Mfg. Co. 
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> > 
Stair Treads Display 
Using a miniature staircase, 
Texto Tred stair treads may now 
be effectively displayed on four 
steps which each carry different 


— 


fer f — 
Platt ng 


color treads, yreen, rose, beige 
and gray. Display, molded in one 
piece of plastic, with a cardboard 
easel backing, is 9 in. wide, 12 in. 
deep and 15 in. high. It is light- 
weight. Ace Rubber Products, Inc. 
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Thermometer Display 

A heavy permanent display 
board, with easel, 18%4 in. wide 
and 15 in. high, holds eight popu- 


lar household thermometers. Dis- 
play shows model number and price 
of each item. Cooper Thermometer 
(oO. 
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Water System Bulletin 


Bulletin No. 4910 describes the 
Deming “75,” a new low-cost con- 
vertible jet water system for quiet 
operation in small homes and cot- 
tages. The bulletin shows various 
parts of the water system, lists de- 
tails in charts, and describes ac- 
cessories. The Deming Co. 
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Screw Driver Promotions 
Two new screw driver promo- 
tions, a bushel, illustrated, and a 
peck are sized for the smaller hard- 
ware store. The bushel contains 
500 assorted screw drivers, while 
the peck has 72 assorted screw 
drivers. In the bushel assortment 
are screw drivers which usually 
retail for 29¢, but are specially 
priced for this promotion at 19¢, 


or 3 for 55¢. The basket has eye- 
catching Peck is 
oaken 


display card. 

cardboard 
impulse 
feature Phillips 
type, regular style, screw holder 


packed in a 
bucket. 
Both promotions 


aimed at sales. 


and insulated drivers, all 
with unbreakable plastic handles, 
plus magnetized tool steel blades. 


SCTew 


Retail value of bushel is $95 and 
the peck $13.68. Rosenberg Bros. 
& (Co. 
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Tape Promotion Kit 
Chalk-white lettering on 
lated 


special 


simu- 
blackboards comprises this 

back-to-school promotion 
kit for Mystik tape used to repair 


books or raincoats. Trademark is 


tx Srna 
PLOKe 


eh 
—s 
— 


in fire-orange to attract attention. 
Kasel-mounted 10x14 in. cards 
may be used on counters, shelves 
display windows. Banner, 
7x22 in., is gummed front and back 
for optional use. On mirrors, win- 
dows, doors or walls. Merchandis- 
ing kits are available without 
charge. Mystik Adhesive Products. 
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or in 


Saws in Yule Packaging 
Three fast-selling tools will be 

packaged in transparent Christmas 

stockings, with red edging and 
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This Label Means Business! 


eee ee 


pee 


sed 


. 
ee "Y *, ‘ a oe ar 
ee Bre weer i 
Rie eS 
ee Bane a 
i het lt nS he ES tities 


Shelf appeal 
and quality 
are producing 
extra sales and 
profits with 


Landens Flexiglaze 
GLAZING COMPOUND 


Che shelf appeal of the new eye-catching black and yellow 
Landen label is stepping up sales for Landen dealers 
everywhere! Add high quality to the picture and you 
have the reasons why Flexiglaze Glazing Compound on 
your shelves will result in great customer satisfaction, 
faster sales, more profits for you. 


FLEXIGLAZE GLAZING COMPOUND has a reputation of being the 
finest glazing compound made —bar none! A perfectly 
balanced formula gives it a tough flexible shock resistant 
film, does not require painting .. . has excellent pac kage 
stability . . . 1s ideal for wood, steel or aluminum sash. 
Flexiglaze is a double purpose product, for it’s also a 
perfect substitute for knife-grade caulking compound, 
Simplifies stocking, cuts inventory! 

Flexiglaze is one of many Landen quality products 
made for every glazing, caulking and puttying need. Es- 
tablish your store as the right source for glazing and 


caulking compounds, Tie up with Landen! Order todavy' 


_ 


LANDEN PUTTY WORKS INC., MALDEN, MASS. 


Monvufacturers. of quality Putties, 


Glazing and Caulking Compound 
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TO HELP YOU SELL 








green printing, for the 1955 sea- 
son. All are in the popular gift 
price range. The D-23 handsaw is 
packed two to a corrugated box, 
five boxes to a shipping container. 
The suggested retail price is 
$7.95. The 368 hack saw frame, 
packed one in a box, has a sug- 
gested Third 
item for special packaging is the 
101 nest of saws, mounted on a 


retail price of $3. 


card, and including a strong plasti 
with three 
fine-tooth 
tooth 


handle 
cutting, 


blades. wood- 


metal, and a 
cutting 


coarser blade for 





metal. Packed one-third 
dozen in corrugated shipping con- 
tainer, the suggested retail price 
is $2.95. Henry Disston & Sons, 
inc. 
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wood or 


Christmas Promotions 
A 50-in. 
plastic 


illuminated, full-color 
caroler figure with lamp 
post and a Christmas lighting de- 
partment display, illustrated, are 
available. The carolers are for 
the home. Illuminated with a 40- 
watt bulb and two C7™% lamps, 
the figure has a heavy ground 
stake to hold it upright. It is 
weatherproof and can be used for 






















234 
y Hi 


' 





— 
— 


Made to Specifications of the 


Thermoplastic Pipe Division of the 


Seciety of the Plastics Industry 


108 





many seasons for lawn or terrace 
decoration. Retails for $11.50. 
The 1955 Sampler merchandiser, 
a complete Christmas lighting de- 
partment requiring just 2 sq ft of 
floor space, contains nine 7-light 
indoor sets, three 7-light outdoor 
three 8-light indoor series 
type sets, 100 C7% multiple-type 
lamps, 40 C9% multiple type out- 
door lamps, and 100 C6 series type 
indoor lamps. The merchandiser 
is illuminated and comes pre- 
packed, pre-priced and pre-tested. 
Three extra large storage spaces 
are available for larger 
Voma Lites, Inc. 
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sets, 


stores. 


Coping Saw Package 

To help dealers sell Christmas- 
packaged hardware items after the 
season, a heavy frame coping saw 
with two free blades as a Christ- 
mas special has a bright red card 
wrapped around the frame. This 
card, which holds the extra blades, 
has a perforated tab at the top 
marked, “Special for Christmas.” 
After the holiday, the tab may be 
removed and the saw sold without 








Soe 





as.ska eee 





LINE 










GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


Packaged for Profit! 


Now, for the first time, full coils of 75-ib. Cresline flexible 
plastic pipe in 42” to 
hard-selling cartons that simplify handling and help change unit 
sales from “feet” into “miles.” Easy-to-r .d markings make in- 
ventory control a cinch whether cartons 
horiznatally. Pipe pulls easily off reel without whipping back. 
Each carton is an “ad” in itself — tells vour customers about 
Cresline’s famous written guarantee, 100° -irgin materials, con- 
venient one-foot and 10-foot markings, quality control and pres- 
sure-testing. Back that up with Cresline’s pledge to ship every 
order within 24 hours ... add Cresline’s «ther smashing sales 
aids ... and you have a combination that will add extra dollars 
to every ticket. Write now for all the details. 


Visit Our Booth No. 8-186 at the National Hardware Show, 
Navy Pier, Chicago 


CRESCENT PLASTICS, 
Dept. A-5, 955 Diamond Ave. 


4” diameters come in space-saving, 


re stored vertically or 


INC. 


e Evansville 7, Ind. 
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HEAVY DUTY COPING SAW 


S.A 





reference to Christmas. Each saw 
is individually boxed and has a 
fully-illustrated pamphlet describ- 
ing saw’s use. List price is $1.19, 
regularly $1.36. Parker Mfg. Co. 
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Twine Identification 


An end label for identification 
has been added to this solid wound 
ball of Mike white polished cotton 
twine. The label helps dealers 


keep track of inventory, and it is 
useful in straightening stock on 
displays. (le vreland Mills Co. 
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Flashlight Gift Display 


Five different flashlight types 


’ 


are featured in the No. 151 display 
package, a gift assortment which 

ludes a special Christmas dis- 
play at no charge to dealers. Three 
different types of Eveready square 
flashlights are in display, which 
also provides decorated flashlight 
gift boxes and handy hangers for 
keeping flashlights around ne 
home. A movable Santa Claus en- 
ables dealer to put display into 
ise for pre-Christmas sales and 


then adapt it later for the holiday 
selling season. National Carbon Co., 
A Div. of Union Carbide & Carbon 
Corp. 
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Pliers Folder 


A folder illustrating and de- 
scribing popular pliers is indexed 
to simplify use. Bulletin No. 455 is 
available without charge. Mathias 
Klein & Sons. 
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SCHLAGE 


TOOL KIT 


meets every 
installation 
requirement 


It's complete . 

Schloae's new N 062 Installation 
Tool Kit contains all of the specially 
developed Schiage tools needed 
teyy toast simple anda occurate 
nstallation of any Schiage lock 

\ anv wood door 


It's compact 
ruggediy Duill of steel, easy to carry 


trom ob |f 


ONE KIT serves all three installation needs... 


@ Standard All y 
the height of the lock 
boring g cufoma!? 
latch holes, make: 


than ever befor: 


Long Backset 
provides solid 
imstaiiot ONS 
of thea Ock t 


han * 
~~ a 


GET THE FULL STORY 


tive Folder 625-C-9 


@ Replacement 


And it’s a profitable sales item 


OW oar ‘ 


> 
Jssec 
4 
occay 
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SCHLAGE Locrx« COMPANY 


SAN FRANCISCO « NEW YORU . VANCOUVES. CANADA 
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mn Francisco 
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Har-Mac Holds Merchandise Fair For 
Dealers; Active Buying is Reported 


The first annual Merchan- 
dise Fair sponsored by Har- 
per-McIntire Co., Ottumwa, 
lowa, attracted 750 
dealers and 
The show was 
Ottumwa Coliseum 
and 17, with 60 
turers exhibiting. 


some 
store people. 
held in the 
Aug. 16 


manufac 


The ex hibits showe i SC a 
sonal as well as new items 
and staple merchandise. 


Buying by dealers 


Was e@xX- 
ceptionally heavy in prac- 
tically all types of mer- 
chandise. In addition to a 
number of show § specials, 


door prizes valued at $2500 
were awarded. 

A dinner for dealers and 
guests was held the evening 


of Aug. 16, with 550 at- 
tending. J. Rayner Harper, 
president, presided at the 


dinner. Speakers’ included 
R. W. Harper, vice-presi 
dent, and William A. Phair, 
editor of HARDWARE AGE. 

Mr. Phair discussed the 
changes that have taken 
place in hardware merchan- 
dising in recent years and 
of the importance of dealers 
recognizing these 
in the management of their 
store. He stressed the im- 
portance of the woman shop 
per and what she means to 
hardware stores 

He also put stress on the 
need for product knowledge 


changes 


on the part of retail sales- 
people. There are many 
sources of such information, 
he said, including business 
magazines such as HARD- 
WARE AGE, the literature 
of manufacturers, product 
tags, etc. 

An especially valuable 
source of such information, 


he pointed out, was in con- 


versation with the men at 
manufacturers’ booths at 
merchandise shows. Here 


you have an opportunity to 
get first hand from experts 
a great deal of useful prod 


110 


ict information, he said. 

A highlight of the two- 
day meeting was a series 
of awards made to Har- 
Mac salesmen for outstand- 
ing accomplishments. Top 


Russell E. 
salesman. 


Ts 
Ottumwa 


award went 


W right. 


Job P. Wyatt & Sons 

To Move Headquarters 
Job P. Wyatt & Sons, 

wholesaler of Raleigh, N. C., 

will soon move its headquar- 

ters from downtown Raleigh, 

to Highway US I in the vi- 


cinity of the new Farmers 
Market. The firm is now lo- 
cated in the 300-block of 


South Wilmington St. 

The new plant will contain 
80,000 sq ft of floor space, all 
on one floor, with a two-story 


office building 65 x 75 ft. 
attached. 
A railroad siding will run 


the length of the plant in the 
rear, and truck loading and 
unloading facilities 
provided at the front. 
Wyatt’s present 


will be 


wholesale 


and retail seed business will 
continue to operate at the 


“t. 
Up Ad 


Wilmington location, but 


will be set a separate 
corporation. 

W.G. Quarles, present man- 
ager of the seed business, and 
Edgar M. Wyatt, will head 
the new corporation. 


R. D. Payne Named to 
Servel Sales Position 

Roland D. Payne 
appointed sales manager of 
the home appliance di- 
vision of Servel, Inc., Evans 
ville, Ind. 


has bee? 


Saies 


Mr. Payne was manager of 
television, radio and elec- 
tronic equipment sales at 
CBS-Columbia, Inc., Long Is- 
land City, N. Y. 
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John Moore Retires 
From Marshall-Wells 


John H. Moore retired as 
president of Marshall-Wells 
(o., wholesalers, on Sept. 1 
Mr. Moore joined Marshal! 
Wells in 1933 and has served 





JOHN H. 


MOORE 


as treasurer, controller, vice- 
president and executive vice- 
president, before becoming 
president. Mr. Moore is 


Announcement of Mr. 


66. 


Moore's retirement was made 


by H. J. Sobiloff, chairman 
if the board of Ambrook In- 
dustries, Ine., which recently 
acquired a controlling int 
est in Marshall-Wells 
HARDWARE AGE, June 23, p. 


29). Mr. Moore’s successor 
las not been named. 

Prior to joining Marshall- 
Wel! Mr. Moore was with 
Pa Brewing Co., Mil- 


, as vice-president, di- 


> . . “ . ? 
_ treasurer and control- 


e*¢ ; 

ler. Before that he was head 
if the corporate tax division 
if the State of Wisconsin. 


F. T. Budge Co. Names 
McCredie Sales Manager 
Robs rt KE. McCredie 


named sales manager 
of krank T. 
Miam) 

Prior to his promotion, he 
overed the Broward County 
territory as sales representa- 
Mr. McCredie has been 
Budge for 


Nas 
pech 
sudge Co.. 
wholesaler. 


tive, 
associated with 


tne past ZU vears. 


Buckelew Hardware Co. Opens Fourth Store 
In Shopping Center At Shreveport, La. 


The formal opening of the 
Southfield Shopping 
will introduce the fourth unit 
of Buckelew Hardware Co.., 
Shreveport’s oldest 


Cente) 


continu- 
ous firm. 

A complete line of hard- 
ware, sporting goods, paints, 
household goods, and appli- 
ances will be stocked. A 
parking for approxi- 
mately cars 
provided. 


area 
100 


has been 


lL. *. King will manage the 


Sov. field Store in addition 
to the Texas Street and Bos- 
sier City stores. Jack Wil- 


liams will assist him. 

Under the present manage 
ment, John FE. Hunsicker, 
president, John E. Hunsicker, 


Jr., vice-president and gen- 
eral manager; and Mrs. 
AD) » Kate Buckelew Hun- 


sicker, secretary-treasurer, 


the firm has experienced con- 
tinued expansion. 


Muske gon, Mich. North 
Shore Hardware, newest ad- 
dition to the US-31-Ruddiman 
Avenue Shopping Center in 
North held its 
grand opening recently. Har- 
old L. Wilde is co-partner 


Muskegon, 


the store with George Dean. 
The store has 4,500 sq ft of 


selling space. 


Wilmington, Del.—Edward 
T. Haverback is the new 
owner of the Lambert’s Hard- 
ware store at 3411 Kirkwood 


Highway. He will expand the 


lines previously carried. 


McAlester, Okla.—Choctaw 
Hardware Co. has been pur- 
chased by Art Quadracci 
from Wallace Weeks. Plans 


Continued on page 114) 
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Richards & Conover 


Associated Hardware Formed by Hibbard 





Builds New Plant 


A new 
building in Tulsa, Oka., has 
Richards 

Hardware Co., 
of Kansas City. 
The new struct located 


at 6924 E. Reading Pl, is of 


warehouse - office 


been constructed by 
& Conover 
wholesaler 


~ 


ire, 


concrete blocks and _6 steel. 
with a corrugated sheet roof. 


and 70 ft 
about 13,- 
The 
long 


It is 180 ft 
wide and 
000 sq ft of floor 
office section is 30 ft 
and 15 ft wide. 


long 
contains 


space. 


a 


‘acilities include five load- 
ing and unloading docks for 
trucks and two doors for the 
servicing of railroad ship- 
ments. Features 
new 


include a 
self-printe 
scaie which when an item is 


electrical! 


placed on it sutomatical 
prints the weight on a 


its 


card 


set i! mecnanism 


Simplified Sales 
Training Program 


Want to 
store personnel 


help your 
become 
better salespeople? 
Then read carefully the 
description on page 70 
of the HARDWARE 
AGE “Capsule Counsel” 
training plan. 


new 











Hardware Wholesalers 
Plans Merchandise Show 


Hardware Wholesalers. 
Inc., dealer-owned wholesa! 
er of Fort Wayne, Ind., is 
planning its 9th annual me 
chandise show and 
convention at its warehouse, 


deale! 


(oetopner 26-2 (. 


And 200 Dealers; 


William H. Bryan has re 
signed as president of Witte 
Hardware Corp., St. Louis, 
Mo., wholesaler, and has as 
sumed and 
managership of As- 
Hardware Co., St 


the presidency 
genera! 


sociated 


Louis. 


Hardware Co 
formed wholesals 


Associated 
is a newly 
firm mutually owned by some 
200 dealers in St. 


the Louis 


area and Hibbard, Spencer, 
Bartlett & Co., wholesaler, of 
Evanston, I]! O. W. Ahi. 


president of Hibbard, will be 
treasurer of Associated 
Hardware 

The new company has pur- 
chased a Ww arehouse building 
in St. 


open for business in 


should be 


40) 


Louis which 
H0 to 


‘« 
Gays 


Robertson Heating Inaugurates Summer Camp Program 


The eleven boys 
ply L_o.. wholesaler of 
summer camp un 
usually spent 
small gift Se 
tion with its 

program are [|Z 
ship quality in their 
this type of program 


’ 


in Akron for |0 days 


HARDWARE 


lealers. decided to put the money to 


’ 
a< hoo! 


See 
Oe 


were 


=)’ Robertson every ( hristmas in giving each of ite 3.000 


ause the gifts, of necessity, were limited in price, Robertson in 


better 


work and who cannot afford 


The 98 boys went to Camp Inawendewin at 
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part of a lucky 





surrounding John Robertson, president of the Robertson Heating Sup 
Alhance, O., 


ier the hrm s new $3000 | eadership Program 


98 to 


sur is thre 


Zroup of attend a 


lhe amount 
dealers some 
coopera 


use Recipients of the new 


year old sc hoolboys throughout Northeastern Ohio who show leader 


without 


Lakes 


to attend a camp 


lurkeyfoot 


Bryan Made President 


In announcing the new 
Mr. Bryan said 
that it is their intention to 
combine the efforts of a 
dealer organization and the 
old line company 
to devi lop more efficient and 
distribution of 


company, 


wholesale 


ec nomical 


hardware and related me! 
chandise. 
In addition to this new 


affiliation with Associated 
Hardware, Hibbard also op 
erates the Auburn Hardwar: 
Co. in Auburn, Ind., and th: 
old Hardware 
Moines, lowa. 

\) advisory board, com 
posed of and Mis 
sour! dealers, has been elect 
ed to for 
Dealer members of this boar 
are Henry Wachtel, Saege: 
Wachtel Hardware, East St 
Louis; E. L. Dunlop, E. | 
Dunlop Hardware, Bowling 
Far! A. Kahle. Kah I 

Hardware, Granite 

Carl Hanneke, Har 
neke Hardware, St. Lou 
Wi sley (. Johnson, St. Jo 


Brown-Camp 
Des 


Co. in 
illinois 


serve one yea! 


—_— 


(,reen; 
& Son 


City; 


hn’ 
Hardware, St. John’s: Virgil 
Lefholz Hardware. 

Percy D. Haydon, 
Haydon Hardware Co., Han 


Lefholz. 


St. Louis; 


Dal. 
Also Donald 
son Hardware Co 


W atsor . Wat 
Houston: 


4. M. Jackson, A. M. Jacl 
son Hardware, Sikeston; FE 
win Nieman, Erwin J. Nid 
man Lumber Lo., Mount 
Olive: Lewis Gro 4 | 


Gross & Sons, Carlyle; W 
iam Hartel, Harte 
Steeleville: Al M 
Hardware, Webster 
and David M. Jone 


ware. 
cK 


(,;rove., 


K rdeaux Hardw are ‘ leffey 
or) ("ity 
J. W. Spoor Named 

Joh: W SNnoot nas Heer 
appointed genera! sales man 


aver of Powe? 


{ orp (;rafton, W 











Advance Registration Sets Record For 
Hardware Show in Chicago, Oct. 17-21 


A record number of room 
reservations has been made 


for buyers who will attend 
the tenth annual National 
Hardware Show, Oct. 17-21 


at Chicago’s Navy Pier. 


Advance buyer registra- 
tions exceed any previous 
year, reports show director 
Frank Yeager, and the num- 
ber of exhibitors is greater 
than ever before. Special 


train and plane trips are be- 
ing readied to transport buy- 
ers, expected to exceed 40,000. 

This year, the lawn, gar- 


den, and light farm equip- 
ment division offers a new 
service and repair demon- 


stration section of 3,600 sq 


G. M. Hines to Head 
Ideal Metal Sales 


Ideal Meta) Products, Inc.. 
Detroit, has appointed 
George M. Hines as vice- 


president in charge of sales. 
For the past seven years, 











































































GEORGE M. HINES 








Mr. Hines has been vice- 
president and Eastern mana- 
ger of the Magna Engineer- 
ing Corp. 


Bo-Lens Eastern Sales 
Post to H. C. Gibson 


Hugh C., has 
named Fastern regional sales 
manager of Bolens Products 
Div., Food Machinery and 
Chemical Corp., Port Wash- 
ington, Wis. 

In his 
Gibson 


Gibson been 


new 
will 


capacity, Mr. 
have direct 
supervision over sales of the 
firm’s outdoor power equip- 


ment in Ohio, Kentucky, 
Tennessee, Virginia and 
West Virginia. He was 


formerly merchandise mana- 
ger in the Chain Saw Div. 





Li2 


ft where factory experts 
will eonduct elinies for 
dealers. 


Demonstrations, handbooks, 
and cost and service charge 
instructions are available to 
interested dealers. New ideas, 
new products, and new mer- 
chandising techniques 
be offered. 


will 


Advance registrations will 

accepted from buyers 
while time remains. To save 
time 


be 


arrival, advance 
registration blanks should be 
addressed to National Hard- 
Show Headquarters, 
331 Madison Ave., New York 
«ye oh es 


upon 


Ware 


Marshall-Wells Co. 
Promotes R. Southard 


Southard has been 
Seattle Lranch 
warehouse manager of Mar- 
shall-Wells Co , wv iolesaler of 
Portland, Or: 


toy 


promoted to 


He has be: zr of 
the Portland tion for 
ine past nre He has 
been ass! wd A. Si- 


“ 
~_ 
¢ 


urdson, warm nouse manager, 
for the past iive , ears. 
Martin Thompson will re- 
Mr. Southard 

warehouse 
in Portland. 


viaCce 


as Aas- 


.1stant mMmanaver 


Eagle Electric 























































Eagle Electric Mfg. Co.., 


versary as a manufacturer of electric wiring devices. The occasion was marked by a 


national sales convention and a dinner dance at 
attended by some 30 salesmen and their wives. Shown are, left to right he 
sales manager; 5S. B. Kluger, vice president and general manager: Mel Ludwig, 
superintendent; George Hammond, chief engineer; E. A 
and Louis Ludwig, president and founder of Eagle Electric 





News of the Trade ~ 


Executive Promotions 
At Atkins Saw Div. 


Three executive promo- 
tions have been announced 
by the Atkins Saw Div., 


sorg-Warner Corp., Chicago. 





CARL J. MEISTER 





A. L. MARTINSON 
Carl J. Meister, previously 
vice president, Sales, has 
heen named executive vice 
sident and assistant gen- 






Marks 35th Year With Sales Convention 


Long Island City, N. Y., recently celebrated its 


New York's 


eral manager of the Division. 
Robert M. Zimmerman, form- 
erly general manager, Oper- 
ations. has been elected vice 
president, Manufacturing. 
Howard O. Wiesen has been 
promoted from assistant to 
the president to vice presi- 


dent. Administration. 
A. L. Martinson has been 
: sa lac 
appointed hardware sales 


manager for the Atkins Saw 
Div.. Borg-Warner Corp., In- 
dianapolis. 

Mr. Martinson will super- 
vise Atkins hardware sales 
nationally and make Indian- 
apolis his headquarters. 

He joined Atkins 16 years 
ago as a hardware salesman, 
northwest dl- 


and has been 


ision manager. 


Casco Promotes 
Two Executives 


Products 
ldgeport, Conn., has 
John J. Reidy as ex- 
ecutive vice president, 
Harry B. Davis as vice presi- 
dent of the Appliance Div. of 


( ‘ASCO 


Corp., 


+o 
eiecvcu 


and 


the corporation. 


Mr. Re 


pany 


came to the com- 
Schick, Inec., In 
manager. He 


na been a director since 


is a.t> 


served as vice 


Ti, 40) . : : 
i $a, A ‘ <a , 


. ’ , 
president and general sales 


manager. 
Mr. Davis joined the com- 
man- 


Appliance Div. 


aS asSsSIStant saies 


rar of +h 
i 





5th anni- 
Barbizon Plaza Hotel. 


lay Atkin, 


plant 


( rystal, produc fon manager, 
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Ot aloes t-mm Zolli me Ctlel me m@iay 


CAREFULLY! 


Labor and materials 
are expensive and 
depend on the glue! 


Don't take chances with 


$10 your customers 
Wilhold Glue — 


LABOR Is Always Dependable ! 


Easiest to work with under all circum- 
$15 stances — QUICK HOLDING, LIGHT 
CLAMPING, PERMANENT! 


WILHOLD 


The BEST Quality! “4 
The BEST Packaged Line! G at t 
Tubes, Squeeze Bottles, Js 
Jars and Pails. 


The Most ATTRACTIVE Display! 
See the KK-1] Assortment Kit. 
FAIRLY PRICED © FULL DISCOUNT 

JOBBER DISTRIBUTED 


More Wilhold Give is sold through Jobbers 
and Dealers than any other Give Line! 











Ask for samples, literature and Jobber or Agent 
ACORN ADHESIVES CO., InC. 


Chicago 44, Ili. Les Angeles 31, Calif. 








é ‘) © \4q Desert Flower Design 
\ \\ in new colors 


Turquoise 


< and White 
a i. aon Ov 


“~ 


ph’ 
| ** 
* Guaranteed by ™ 


. él / aynnerwe™ Good Housekeeping 
la le Move Merchandise Ne 
Daily Survey 


% BROOKPAR: 
he Beat We lé i D/) * Nationally odvertised ir 
October issve 
® Nor chipping me 
We Ne a lpn emane 


STORE WATCH FOR THE 


FIXTURES BIG NEWS 


FROM BROOKPARK 


MONTPELIER, OHIO 
international molded plastics, inc. 


Send For Free Catalog SH invoices 6 chic 
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JUST OFF THE PRESS... 


THE NEW 1956 


AND fais CIVY 


CATALO ~ a 


WRITE FOR YOUR COPY TODAY \ae es 


FALLS CITY DIVISION 
STRATTON & TERSTEGGE CO., INC.., 
P. O. BOX 1859, LOUISVILLE, KY. 








DEPENDABLE 


~ SWIVELS and 


a) EYE BOLTS 
im 


Drop torged by men who 
really know how to put the 
strength in hardware where 
strength and dependability 


count most 


H-55 


line of pulleys, 


Catalog shows the 
full W-( 
wire rope sockets, connect- 
ing links, thimbles, eye 
bolts, ring bolts, 


buckles 


turn- 
and others 


Send for your copy of ui ff. 
“Ea _§ 57" 


( atalog 


10 
_-- Sol 


Division No 
77 SOUTH MAIN ST., 


MIDDLETOWN, CONN. 











eo 4 
eS. “scif 


aD a 


Cartoon technique wins 


Warter s 


Hardware, Tacoma, 


Wash., regional prize for best display window in Scott 


contest. 


\twater Mfg. Co. 


Sunbeam Appoints 
Appliance Sales Head 
Cliff Mendler has bee 
named sales manager of the 
Electric Appliance Div., Sun- 
beam Corp. 
He joined Sunbeam in 
as salesman in the Cleveland 
territory. He was 
sistant man” ‘e? 
1953 


made as 


sales 


True Temper Appoints 
H. P. Ladds Director 


Herbert P. 
dent of the 
& Mfg. Co.. 
been elected a 
True Temper 
facturer of garden, 
farm tools. 

Mr. Ladds 
Graham who resigned. 


Ladds. pres 
Nationa! 
Cleveland. has 


Se re VW 


Corp., man 


succeeds T. G 


DEALER BRIEFS: 


(Continued from page 110) 
have been made for expansio! 
in sporting 
well as a repair 
for guns and outboard 
tors. Television 
added, 





goods lines, as 
department 


mo- 


Denver. Colo.—John §S 
MeKnight and his son, Joh 
G., are partners in the new 
J. and J. Hardware Store. 


aE Pla 
Thompson has sold his hard- 
ware business to Walter J 
Smith of Ohio 
Mr. Thompson has owned and 
1946 


Lakewood. 
operated the store since 


Havre De (;race. Vid 
Work has begun on an addi 
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director of 


’ 
iawn and 


will also be 


Kai Lee 


D. Jacobs Named Lux 
District Sales Head 


The Lux Clock Mfg. 
Waterbury, Conn., has 
pointed Donald Jacobs as dis- 
trict 

Mr. Jacobs will 
Lux in Virginia, 


Kentucky, 


sales supervisor. 

represent 
West Vir- 
ginia, Indiana and 
Ohio. 


Security Sash Names 
Division Manager 


Carl Kocis has been ap- 
pointed division manager for 
The Security Sash & Screen 
Co.. ‘troit, Mich... manu- 
facturer aluminum win- 
dows, screens and door 

He was previously a 
representative for Reming- 


saieCs 


J , . 
mn-Rand and also in business 


for himself. 


Lio? To the row of =] 
William F. Wa 


nardware and sporting 


‘> 


OW ned hy 
fora 


goods store. 


Va is lle. Mo Wade L. 
;0off, of the Clarksdale Lum- 
Hardware C 
opening of his 
The old building was 


destroyed by fire 


er and 
a grand 
store, 
in Januar’ 

Door prizes were part 
of the event. 

Minn. John 
Krance and George Angles- 
hased the J. 
Implement Co. 


handle 


Dury have pur 
hardware 
Interna- 
trucks, im- 


"7 ~ ‘ . 
rigeravors. 


i as tne 

, 
ional Harveste! 
niements, and rel 


1955 











News of the Trade— a> 
— oe 
_MANUFACTURERS' AGENTS — bene 


Buch Mfg. Co. 

G. M. Haid € Cay Mem ea" oe +H} “ct 
phis, Tenn., has been ap- : ' 
pointed representative fo : 
Buch Mfg. Co., Elizabeth- 
town, Pa., in Virginia, West WRIGHTWELD 
— la, Kentucky, Tennes- 4 

Alabama and Mississippi. al HARDWARE CLOTH 

‘Other agents appointed by “ . . ; 
Buch are: John W. Dennis | This flat wire welded selvage marks a major advance- 
Co., Kansas City, for Mis- | — ment in this commodity. Precision woven fabric utilizing 
mers nore . a a, Ne- hard drawn wire in place of the customary annealed 
raska and the Dakotas, and ) ) 
3 Sete Co. Aitentin wire gives added strength, rigidity and uniformity of 
Ga.. for North and South meshes. By Wright's new weaving process the flat wire 
| - A. FISHER 
Carolina, Georgia and Flor- selvages are tightly welded to each filler wire, resulting 
am lines in addition to St. Croix. in even, accurate width. Heavily galvanized after weaving. 

Fisher will carry an 

F. A. McCarthy Co. ventory of St. Croix pros 

' ucts on the West Coast f 

Frank A. McCarthy, 530 * : 


] 
rs emergency shipments, 
Vincent Ave., So.. Minne- | 
as sot cording to Ear! Osten, s: 
apolis, nas formed his own a . 
4 manager of St. Crom Cr 
manufacturers’ agency. He 


Othe mempoe} of 
plans to travel Minnesota, p:.1. 

- Fisher organization are 
Wisconsin, Iowa and North 


A. Ackles, L. ‘neshire 
R. W. Jes 





Premier Hall Co. 


C. A. Cunningham Co., 299 Ss L S$) 
Atlantic Ave... Boston. has 3 L THE BE T} 
been appointed New England 

factory agents for the Pre BACTI-VATED 


mier Hall Co., Chicago, pro 


ducers of sliding metal bath 
room cabinets 


Mi (_unningnam IS ALSO 
handling the new Gohm butt NATURE'S ORGANIC SOIL BUILDER 


mortiser in New England 


fe 
John H. Graham & Co. WICHIGG 


FRANK A. MeCARTHY . —— ae 
Ceorge 1). Nichol rn ) : PEAT 
and Sout! Dakota. ly the appointed import ager o7 
past he nas nee! a sociated Joh H. (;ranam . 


with Commander Larrabie Mr. Nichols formerly repre- 


~ 
- 


‘= 


sie >: 


> 
7F ‘ 


Milling Co. : a salesman, sented the Graham organiza 
and with Wire & Sheet Metal tion in New Yo) state and 
Specialty 0 national west Pen: 


6 — 
® « 


weer ~< 
bo 
Bayi 


co 


) 2sentat 
Peprcernte 100 t» BURLAP $0 tb 75 ib Pech —< lear . peck cleer 
dog: with plestic lmers white beq: while begs plesti« begs plast« begs 


St. Croix Corp. BETTER PEAT 


Park BETTER BAGS + BETTER PROFITS 
ted BETTER ADVERTISING . . SELL IT —USE IT 
as man 


esentatives  F Also a full line of Potting Soils—Free Samples 


olorado, Notionally odvertised in Better Homes & Gardens 
lla ana & Gorden House Beovutify Flower Grower 


ture. Sunset. Maryland Gordener Organic Ge 


IMMEDIATE DELIVERY 
MICHIGAN PEAT INC. 


67 West 44th Siree stan eee. 36 


‘ - @ ‘ chy 
GEORGE D. NICHOLS Peat Bogs, Capac, Michigan 
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-News of the Trade 


L. S. Starrett Co. Marks 75th Anniversary with General Sales Meeting 


Starrett Holds 
Anniversary Meeting 


During the week of July 
18-22 salesmen for The L. 5. 
Starrett Athol Mass., 
gathered at the home office 
and plant for the first genera! 
sales conference since 1947. 
This occasion was an out- 
standing feature in a series 
of events marking Starrett’s 
75th anniversary year. 

William J. Greene, 
president and director of 
sales, opened the conference 
which included a full pro- 
gram of talks and discussions 


Lo., 


vice- 


Knapp-Monarch Co. 
Buys Insta-Lite Line 

Pressure Can 
gerton, Wis., 


Corp., Ed- 
has transfer- 
red Insta-Lite Line of “Au- 
tomatic Fuel” and appliances 
to Knapp-Monarch St. 
Louis. 

The Insta-Lite Line in 
cludes several models of port 
stoves, a lantern, and 
models of torches, al! 

packaged, self-pres 
surizing fuel. 


Co.. 


able 
two 
using 


Coleman Co. Appoints 
Field Sales Managers 


Martin G. Raake and Has- 
cal Simmons, formerly zone 


managers for the Coleman 
Co., Wichita, Kan., have been 
appointed national field sales 
managers of the heating and 
air conditioning division of 
the company. 

Mr. Raake will head the 
sales organization for floor 
furnaces, wall heaters, water 
heaters, and space heaters. 

Mr. Simmons will direct 


116 


by company executives and 
department 
phases of 
including sales, 
new products and production 
General Sales Manager Car! 
O. Newton acted as confer- 
ence chairman. 


heads on all 
activity 
advertising 


company 


traditions ohb- 
this 


been 


Two 
served at 
they have 
Starrett sales conferences fo! 


were 
conference as 
observed at 
many years. One was 
“gathering of the tribe” be- 
fore the Starrett 
which stands in 
courtyard of L. S. 


totem pole 
the 
Starrett. 
field sales operations the 
company’s Blend-Air central 
heating and air-conditioning 
equipment. 


OT) 


ed 


P & C Tool Appoints 
Product Sales Manager 


P & C Hand Forged Tool 
Co. has appointed A. L. 
Platky product sales manage: 


A. L. PLATKY 


in charge of all P & C tool 
sales, with headquarters in 
Chicago. 


the 


office 


Ralston Takes Over 
Grady Wedge Sales 


Sales of the Grady 
has been taken ove: 
by the manufacturer, Ral- 
ston Mfg. Co., Belmont, 
Calif. It has been distributed 
by an independent firm for a 
number of years. 

Grady’s historic “Irish- 
man” trademark will be 
revived and closely associated 
with all packaging 
vertising. 


ales i 
wedge 


and ad- 


DeWalt Names Berry 
Asst. Sales Manager 


Thomas E. Berry has been 
named assistant to Truman 
Jones, genera! sales manager 
for DeWalt Inc., Lancaster, 
Pa. 

Mr. formerly 
district manager for 
the metropolitan New York 
territory of DeWalt. 


jerry was 


sales 


Martin - Senour Appoints 
Sales Promotion Mar. 
W. Hughes, for- 


charge of merchan 


Richard 
merly in 
dising for the automotive di- 
vision, has been promoted t 
promotion manager of 
Martin-Senour Paint Co., 
Chicago. 


sales 


— ——— 


New Sales Managers 
For Baltimore Brush 


Appointments of John H 
Island and Kenneth E 
Whitekettle as sales man- 
agers for the Baltimor: 
Brush Div., the Pittsburgh 
Plate Glass Co., have 
announced. 


been 


Mr. Island has been named 
to supervise the Paint and 
Varnish Brush Department 
while Mr. Whitekettle will 
head Power Driven Brushes. 

Assignment of James Bal- 
lard as special brush repre- 
sentative for the Baltimore 
srush Division has also been 
announced. 


J. J. Anderson Gets 
Westinghouse Post 


John J. Anderson has been 
appointed manager of port- 
able appliances for the West- 
inghouse Electric Appliance 
Div., Mansfield, O. 


Mr. Anderson, formerly 


JOHN J. ANDERSON 


manager of laundry 
ment for Westinghouse, 
Robert M. 
has resigned from the 


pany. 


equip- 
SuC- 
Oliver, who 
com- 


ceeds 


Toastmaster Products 
at 
named 
tory 
for 


Div.. 


has been 

Philadelphia _ terri- 
representative 
Toastmaster Products 
MeGraw Electric Co. 


Vawter 
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— News of the Trade 





Cleveland sales-service de- 
partment. 

Ed. T. McGlynn, formerly 
with the hardware division, 
sales Stanley Tools, replaces John 
Arkansas, F, Agnew as regional 
manager of the Pennsylvania, 
Maryland, Delaware, Vir- 
ginia, and eastern West Vir- 


True Temper Assigns 
New Sales Managers 


Travis Dumas replaces Joe 
E. Hudson as 
manager of 
Mississippi, labama, 
ern and Eastern 
Louisiana territory for True 
Temper Corp 
Ohio. 

Mr. 


regional! 
tne sales 
west- 
Tennessee. 


Cleveland, ginia area. 


Hudson will 


join the 


North & Judd Names 
Resident Manager 


North & Judd Mfg. Co., 
New Britain, Conn., pro- 
ducers of hardware products 
and meta] trimmings, has 
appointed Don H. Armstrong 
resident manager of its At 
lanta office 

He was formerly at tne 
New York office. My: 
Armstrong succeeds Philip 
W. Brown who has assumed 
management of 


sales 


the 
the firm’s sales divisions. 





TRAVIS DUMAS 


Autoyre Names Peterson 
District Sales Manager 
The Autoyre Co., Oakville, 
Con! has appointed N. B. 
Peterson as district 
of the C 


district. 


manage} 
hicago-Milwaukee 
sales 
The 
comprised of parts of Illinois, 
Michigan and Milwaukee. 
Mr. Peterson has been o1 
Sales Staff of 
the 


‘ fsa? ‘ 
saits> GIsvirlt 


tne the © 


, 





pany for eight 


ry 
Jas 


ED. years. 


T. MeGLYNN 





The 1956 line of Homko lawn mowers was unveiled at a 
three day annual sales meeting of Western Too! & Stamp 
held at the home plant in Des Moines, 


In addition to the 


ing Co., recently 


lowa new lines, sales representatives 
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one of 





reports Bestt Rollr, Inc., of 
Fond du Lac, Wis., manufac- 
turer of paint rollers for 
home, industry and maritime 


Pot & Kettles Club 
Elects New Head 

James P. Stewart, manu- 
facturers’ representative at 
Portiand, Ore., 


use. 

Former production man 
Kenneth Stoddart has 
named director and 

Other directors 
Mauthe, president; 
Raymond Vande Moore and 
Arthur L. Serles, vice-pres! 
dents; and John J. Schneider, 
secretary and counsel. 


was elected 
ager 
been 
treasurer. 


are M. C 


Wooster Rubber Pres. 
To Speak in Kansas City. 
James Caldwell, president 
of the Wooster Rubber Cc 
discuss “The Future of 
Distribution” at 


wil 
Hiousewares 





JAMES P. 


STEWART 


a dinner-meeting of the Kan 
president of the Associated sas City (Mo.) Houseware 
Pot & Kettles Club at its re- Club in the Wishbone restau 
cent convention held i rant on Sept. 9 
Blairsden, Calif. \ past president of the Na 

tional Housewares Manufa 

irers \ and still " 
Masterset Brushes : ge 

lire f that group, M 

Combines Operations Caldwell will discuss a matte 
Che consolidation of all on p ma importan: . te 
erations of Masterset DOUN elaliers and Whole 
salers. 
Brushes, Inc., in new qual = 
+> } } 
ters at 20 Bruckner Boule- Ki . 
) rot ingfisher-Bristol 
rad, Ni York o4, has been 9 
a 
announced by the firm Appoints T. T. Lenk 


Lenk has been 
elected a member of the board 


ot adirecto?} presi 


thomas T 
Bestt Rolir Reports 
Great Sales Progress 


and vice 


dent of Kingfisher - Bristol 
Sales have nereased 50 Co., Rockville, Conn. 
times and net worth 2U times He is also vice president of 
in Its 10 years of operation, Charles Garcia & Co 


& 


were told of plans for a stepped up mer handising program, 


including national and trade advertising. color sales film. 


anda new point ot-sale literature 


























eee 




















Belknap Offers Dealers 
instalment Sales Plan 


(Continued from page 14) 

of the transaction. The sales con- 
tract then goes to Belknap which 
accepts the paper at 90 percent of 
the unpaid balance if payable in 
not more than 18 months, and at 
88 percent if payable in more than 
18 months. 

Dealers may make collections on 
a weekly or monthly basis. Funds 
collected are transmitted to Belk- 
nap on the tenth of each month on 
a special form from Belknap’s 
time payment credit division. 

“A retail dealer using the time 
payment or budget sales plan 
should make a special advertising 
campaign, telling his customers 
of the plan, either through a large 
placard in the store, by mailing 
out a letter or circular, or by a 
local newspaper advertisement,” 
Belknap points out in a_ booklet 
for dealers explaining the pro- 
gram. 


Some Drop Seen In 
Home Building Rate 


Some tightening of the mortgage 
market may reduce the rate of home 
construction to about 1.3 million 
units, says the United States Sav- 
ings and Loan League, which adds 
that such a rate would still make 
1955 second only to 1950 as the 
largest home-building year. 

In a mid-year report, the league 
asserts that so far there is little 
evidence of over-building of houses 
this vear. The league also com- 
mented that despite some uncer- 
tainties, business conditions are 
likely to remain favorable during 
the months ahead. 

The report pointed out that in- 
come and terms and availability of 
financing are more important fac- 
tors in determining the intensity of 
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How! yee ano 


a Oe 








were ed 
’ 








housing demand than the rate of 
household formation. The league 
added that the constant shifting of 
America’s population continues to 
stimulate housing demand and con- 
cluded that these trends are likely 
to continue in the future. 


instalment Payments 
Being Met Promptly 

American consumers are meet- 
ing their instalment payments 
with more promptness than ever 
before and there is no cause for 
alarm over the amount of con- 
sumer credit outstanding, said 57 
company executives at a meeting 
sponsored by Columbia Univer- 
sity’s Graduate School of Business. 

The executives, however, agreed 
that banks and the sales finance 
industry have a basic responsi- 
bility to check any further easing 
of credit. 

Most of the executives expect 
the level of consumer credit to be 
higher at the close of 1955 than it 
is at present. 


Seasonal Gains Sustain 
High Employment Rate 

teporting on a nation-wide sur- 
vey, the Labor Dept. says that em- 
ployers in 75 pct of 149 major job 
centers expect slight to moderate 
increases in hiring between now 
and early fall. 

Employment gains in construc- 
tion and other seasonal fields, with 
job upswings in steel, furniture 
and electrical machinery, are ex- 
pected to more than offset an an- 
ticipated falling off in auto employ- 
ment during the re-tooling stage 
for 1956 models. 

“Seasonal activities will lead the 
employment gains as they move 
toward late summer and early fall 
peaks,” states the report. 


June Factory Hiring 
Rate Slightly Lower 


Although factory hiring nation- 
wide in June exceeded the separa- 
tion rate of workers for the sixth 
straight month, the pace of factory 
hiring between May and June was 
somewhat less than usual, the Labor 
Dept. reports. 

Virtually every industry slack- 
ened its hiring pace in June, but 
there were sharp increases in chem- 
ical, petroleum and the mechanical 
machinery fields, the report stated. 


Bank Loans Increase 
In First Six Months 

The Federal Reserve Board 
states that demand for credit from 
banks and other lenders in the 
United States continued strong 
during the entire first half of 
1955, following an upturn in late 
1954. 

Total bank loans rose by about 
$4 billion during the first half of 
1955, posting a new record for this 
six-month period. 

At the same time, bank loans to 
consumers expanded by almost $1 
billion, reflecting increases in in- 
stalment credit buying. 


Average 1954 Earnings 
Were $2300 per Person 


The Census Bureau reports thai 
the average American last year 
earned $2300, about the same as 
in 1953. 

The average is computed from 
the earnings of every one 14 years 
or older. 

In 1954, men earned an aver- 
age of $3200, while earnings for 
women averaged $1200. 


Admiral Boosts Prices 
$10-$20 on Consoles 


Admiral Corp. announces price 
boosts ranging from $10 to $20 on 
its 1956 line of console television 
receivers. 

A $20 price increase was posted 
on two 21-in. black-and-white con- 
sole sets, while a $10 boost was 
made on the remaining 15 models. 

Higher prices for materials and 
increased labor costs were given 
as reasons for the upswing in price 
tags. 
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Sears July, First Half 
Sales Up 12 Percent 

Sears Roebuck & Co. 
ord sales for the month of 
and for the six months 
July 31 

The July sales total of $275 mil- 
ion rose 12 percent over the $243 
million for the same month of last 
Vear. 

For the six-month period, 
climbed to $1.572 billion, 
a gain of almost 12 percent over 
last year’s $1.408 billion. 


reports rec- 
July 
ended 


—-—~— 


sales 
volume 


Construction Rate At 
New Seasonal Peak 
4 pct, 
July 
record of 


Topping June by construc- 
to a 


$4 
the 


tion outlays during rose 
nearly 
announced by 
and Commerce Depts. 
Total for construc- 
tion during the first seven months 
of 1955 reached a record $23.1 bil- 
14 pet higher than the fig- 
year a The bulk of July’s 
attributed to the 
private 


new seasonal 


billion, it was 
Labo 


outlays new 


ion, or 
ure a go. 
construc- 
commercial 
building and highway work. 


gain was 
tion of homes, 
construction outlays 
peak for the third 


Private 


reached a new 


straight month, the Government re- 
ported. The $2.8 billion total for 
July was 4 pet ahead of June, and 
16 pet ahead of July, 1954. 
Reo, Duo-Trim Output 
’ 
To Be Doubled for ‘56 
Production of Reo power lawn 


doubled and a simi- 
increase is scheduled for the 
Duo-Trim line Motor Wheel Corp., 
of Lansing, Mich., has 
for the 1956 lines. 


“Our aim is to become 


mowers will be 


lar 
announced 
the 


mowers,” 
president. 


num- 
ber one maker of 
states M. F. 
“Our production capacity will be 
50.000 units. 
this in- 
dicated to us that greater produc- 
of both required in 
to meet he 


pe wer 


ao 
( otes, 


in excess of 2 
“Our experience season 
tion lines is 


order sales demands,” 
Says. 

The 1956 lines will be introduced 
this month. 

The deluxe Reo line consists of 


10 models, four reel and six rotary 
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There’s a big 
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GAS HEATER 





Join the 
parade.. sell the complete line 


Send for new 
dealers’ sales aids 


V¥370 


8 Fully Vented Heaters 
15.000 BTU to 85.000 BTU 
23 Unvented Heaters 
10.000 BTU to 50,000 BTU 
All heaters AGA approved 
Tor natura}, liquetied, 
nad manutactured gases 
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S0th Anniversary Year 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 



































Impulse-buying is a mighty factor in stimu- 
lating sales and profits. ifs a 
reason why you get H-W specialties 
more attractively 
packaged than any 
comparable line! 
It's @ reason why 
it pays you to 
feature H.W 
merchandise. 
More, this 
attractive 
packaging is 
backed by 
attractive 
merchan- 

dise . 
well made and finished, rust 
resistant and priced to meet 
competition. Ask your jobber. 


HALL-WESSEL COMPANY 


























in Canada: Ges S. Hall Ce. 

25 Grenville St.. Toronto 1 9719-931 No. Sth S$? 
Export. Mall & Reis, Inc. PHILADELPHIA 23. PA 
165 Broadway, New York 6 














i asking — ... by NAME 
20 FAS — ope — jx 23 


Hardware Specialties 
amt 
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most beautiful 








most sanitary 








they sell on sight 
















\ CENTURY PLASTIC 4} 
PEA PRODUCTS, INC. ae 
| CLEVELAND 2,OH10 #M@amN 































for quality 
and strength 





















































ATLAS 


SCREW & SPECIALTY CO. 


450 BROOME STREET, DEPT. HA 
NEW YORK 13, N.Y. 
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types, priced at $89.95 to just over 
$300. 

The Duo-Trim line of nine 
models, two reel and seven rotary 
types, is priced at $79.95 to 
$149.75. Vacuum wind tunnel ac- 
tion is a standard feature of the 
Duo-Trim rotaries to reduce grass 
cuttings to fine particles. 


Consumer Income Down 
Slightly During June 

With a decline of $200 million 
from the record pace set in May, 
consumer income amounted to an 
annual rate of $301.2 billion during 
June, it was reported by the Office 
of Business Economics, Dept. of 
Commerce. 

May and June, the government 
pointed out, were the only two 
months in which the annual rate of 
income topped the $300 billion mark 
Manufacturing payrolls remained 
steady during June, with wages and 
salaries posting a small gain in 
that month. 









TV Set Output Rises 
34% in First Half 


Television set production in the 
first half amounted to 3.828 mil- 
lion units, a 34 pet gain over the 
like 1954 total of 2.845 million sets, 
announces Radio-Electronics-Tele- 
vision Manufacturers Association. 

tadio set output climbed 44 pet 
during the same period, increasing 
to 7.048 million 1.886 
million. 


units from 


| New Wholesalers’ Aids 


for Dealers’ Use 





Shapleigh Hardware 
Fall Promotion 


Shapleigh Hardware Co., St. 
Louis, is conducting a new promo- 
tion consisting of a 4-page fall sales 
circular which can be imprinted 
with the dealer’s name and address, 
plus a 109 piece display kit. The 
kit has window valances, side 
streamers, double faced pennants 
and price cards. 

In addition, newspaper ad mats 
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and radio script spot 


ments are available. 


announce- 


There are 92 items on the cir- 
cular. Selection ranges from a 5: 


fuse plug to a $17.95 electric drill. 


True Value Dealers 
Get Fall Circular 


A two-color eight-page circular, 
called the Fall True Value Sale, is 
being offered to True Value dealers 


| — “i 5 ee 3 
, | yr aS 









by Hibbard, 
Co., wholesaler of Evanston, III. 

The circular, 
consumers, is 
center spread is 


Spencer, Bartlett & 
for distribution to 
tabloid The 
hard- 
ware and repair items for the Do- 
[t-Yourself trade. It 
that 2,500,000 
tributed. 

In addition to the circular, deal- 
ers will provided with a 
500 piece kit of window streamers, 
pennants, banners, price 
newspaper ad mats, etc 
tion Guide is also a\ 
Guide gives detailed 
on window trims, 


size. 
devoted to 


is expected 


copies will be dis- 


also he 


cards, 
A Promo- 
This 
information 
store displays, 


ailable 


etc., for tying into the promotion. 























DOOR-EASE 
WORLD'S LARGEST SELLING 
HOME STICK LUBRICANT 


For doors. drawers. windows, 
zippers and 101 other things 
that stick or squeak! In two 
nationally advertised sizes; 15« 
and 39c. With free display box 
for steady sales and good profit. 
AMERICAN GREASE STICK CO. 
Muskegon, Mich. 


Manufacturers of 


r . ‘tele ea 7 4%: Graph ited Lock 
A Fivid 4-o7s 39 AMERICAN 

! Gs “ater . 

Deipiess OF! 4 ors 279¢ Bon 


— in Drop of Stream can 


_ 


METAL FLOATS 


Engincered To Your Specifications 


a 










































4-878 
, a, 





@ Made of copper, plain steel, copper 
plated steel, stainless steel, KA-2SMO 
jiuminum, brass, monel, pure nickel 
Admiralty and Everdur or any suitable 
metal for epen tank and all pressures 





@ Seamless copper bal! floats carried 
n stock in diameters of 3”. 4”, 5” 
£ ", 7”, 8”, 10° and 12” for open 
tanks and pressures of 25. 50. 100 
and «150 Ib Floats in special sizes 


ind pressures— 

@ VADE TO ORDER. Stainless stee! 

hall floats larger than 12” diameter 
be made uo specially. Write for 


s 





\ VETAL FLOAT catalog 
4-208 Float Manufacturers Engineers 
fen Sete bee Metal Fabricators Coppersmiths 
° Bronze Founders 
. 


HUR Lt perrT wa 
ARRIS & CO. 


210.218 Morth Aberdeen 81., Chicoge 7 i 





Promotions 








Manufacturers’ New 
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Merchandising Plans 


New Black & Decker 
Advertising Program 

Black & Decker Mfg. Co., Tow- 
son, Md., will conduct the largest 
magazine advertising program in 
its history for the fall and Christ- 
mas season. 

The program will feature Black 
& Decker’s recently § introduced 
FixKit and Drill’N Saw kit 


3eginning in October big ad- 


—_— 


vertisements will appear in five 
issues of Life, two of Reader's Di- 
gest, and two of Better Homes & 
Gardens. 

Similar ads will be published 
during the fall and Christmas sea- 
son in English and French editions 


of the Canadian Reader's Digest, 


MacLean's and Canadian Homes & 


(,ardeng. 


Flashlight, Battery 
Promotion by Olin 


The biggest flashlight and bat- 


tery promotion, publicity and ad- 


vertising campaign in its history 


: } } : } 
will soon be launched by the elec- 


trical division, Olin Mathiesor 
Chemical Corp., New York 


The ad campaign will be spear- 


headed by a 1l5-week program 0! 
the Steve Allen show on NBC-T\ 


The first presentation will be made 


on Sept. 16. In addition, full-page 


black and white advert! ement 


~ 


AMERICAN 


AND 


OLD FAITHFUL 


MARKING 


Famous tor versatility AMERICAN and 


OLD FAITHFUL marking Crayons help 


vé your stomers Ww rk pT gram in 
every stage of production from hot 
steel to raw lumber. there's a special 
morker te ‘it every spe +; identit 


cation needa 


WHEN MARKING COUNTS— 
COUNT ON 
OLD FAITHFUL ! 


THE AMERICAN 


CRAYON COMPANY 
SANDUSKY. OHIO 
NEW YORK 





for FREE booklet g'¥ 
ing nformatior on owr tom 
ee ee a 
i en Dept HA-4§ 






























“Site Sauer” 


quality fixtures priced to help 
you beat competition 


Lowest prices and highest quality 
are possible because we make every 
item in the line — from glass bending 
to metal fabrication and finishing. 


We pass these savings on to you 
and unconditionally guarantee all 
fixtures. (2 year ballast guarantee.) 


All orders promptly delivered. 


Site Saver offers most complete 
line of fluorescent and incandescent 
fixtures for home, commercial and 
industrial use. 








THE SITE SAVER LINE - 
iS YOUR PROFIT LINE 


' 
! 
WRITE FOR '! 
faa 
CATALOG ' 


Designers + Manufacturers 


INTERNATIONAL 


LIGHTING, 


6511 Easton Ave 


inc. 


St. Lewis 14. Me 





Bewildered?? 


oe: oo ONE 04 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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as 


will appear in Life and the Sat- 
urday Evening Post in the last 
three months of the year. The 
theme will be “Great Night for 
Olin Batteries.” 

Four new assortments make up 
the promotion, including for the 
first time in the firm’s history a 
24 battery package instead of 48. 
Other assortments are flashlights 
and 48 batteries; Olin’s lowest- 
priced flashlight in a display of 
12, and either six deluxe, two-bat- 
tery flashlights or six all-purpose, 
two-battery flashlights. A premium 
is offered with two of the assort- 
ments. All assortments come in new 
display units. 

In addition, Olin has prepared 
window displays, streamers, and 
other in-store display material. 


Whiting-Adams Introduces 
Special Brush Offer 


Whiting-Adams Co., Boston 
brush manufacturer, will celebrate 
its 148th anniversary by introduc- 
ing three new lines and a special 
offer to dealers and consumers. 

Special offer consists of free 2- 
in. brush with purchase of 4-in. 
brush which lists for $3.49. Deal- 
ers pay only for the 4-in. brushes. 
Package consists of one doz each 
of 2- and 4-in. brushes, with a 2- 
in. and 4-in. banded together. 

Included in the deal is a special 
counter merchandising display. 


Skil Corp. to Sponsor 
Hardware Store Contest 

A contest for hardware store 
customers and dealers will be spon- 
sored by Skil Chicago, 
throughout the United States and 
Canada during the fall. 


Corp., 


The contest requires the cus- 
tomer to write in 25 words or less 
why he would like to own a Skil 
portable tool of his choice. 

A 1956 Ford Victoria will be 
awarded to the winning customer 
and $1,000 to the dealer who is- 
sues the entry blank. 

Entries must be received in Chi- 
cago not later than Dec. 9. The 
contest closes at midnight, Nov. 26. 

Second prize will be $1,000 in 
cash for the customer and $500 


for the dealer. Third prize is a 
Bendix Duomatic washer - dryer, 
with $250 for the dealer. Fourth 
prize is an Amana freezer, with 
the dealer receiving $100. One hun- 
dred other prizes will be given. 
The contest will be supported 
with advertising in national con- 
sumer magazines and local radio or 
television, and newspaper space. 


Landers, Frary & Clark 
Fall Program Announced 
The fall merchandising plan of 
Frary & Clark, New 
sritain, Conn., Universal 
Division 


Landers, 
Home 
program in- 
cludes a free trial offer, new sales 
promotion and 


Cleaning 


materia! 
advertising 


display 
and an extensive 
schedule. 

The national advertising sched- 
ule will be run in Look, Life, Mc- 
Call’s, Good Housekeeping, Amert- 
can Home, Ebony, Coronet, and 
Farm Journal throughout the fall. 
material includes 
consumer folders and leaflets, home 
demonstration kit, swatch demon- 


Promotional 


stration kit, quickie demonstration 
card, newspaper mats and electros, 
merchandising plan book, catalogs, 
and display cards. 

The Electric Housewares Divi- 
sion has set up an advertising 
schedule of 49 insertions right up 
to Christmas in Look, Saturday 
Evening Post, Ladies Home Jour- 
nal, Good House keeping, McCall's. 
Women’s Day, Simplicity Patterns. 
Forecast for Home Economists, 
What's New In Home Economics. 
Modern Bride. Guide for Brides. 
Farm Journal. New Yorker. Me- 
Call's Pattern, House Beautiful. 


American Home and Gourmet. 





How to Get Better 
Retail Salespeople 


Details of a simple method, 
that can be used by any store, 
for making better salespeople of 
your store personnel are given 
on page 70 of this issue. 

Don’t miss using this new ap- 
proach to sales training... the 
HARDWARE AGE “Capsule Coun- 
sel” sales training program. 











HARDWARE AGE, SEPTEMBER 1, 1955 





: 
: 
i 
‘¢ 

$ 
“f 
* 









Builders Aardwanre 


CONTRACTORS AND BUILDERS AGREE 


on the importance of using the best in hardware to insure 4 \ 





trouble-free performance. Natiena!l Builders’ Hordwoare hos - ‘ 
won preference with the trade for proved performance in with- ot 
a 
standing friction and premcoture weor >> 
’)>\* 
Over 300 products are included in our extensive line—all built P+. - 
to one high stondord of quality. Write for your copy of ovr + » 


attractive illustrated catalog 


A hardware leader for ouer 50 yeas ! 
Yaltonal Vea COMPANY 
A 4 (/ STERLING ~ FLLEINOTS 


FOR QUICK POINT-OF-SALE ACTION 


aie t. . Self-Service Merchandiser 
Pettey at any ax 


cfemeaaeeniet| TQ HELP YOU SELL MORE 
3 SP CORDS 


and 


———S/ FUSES 
RACK-MASTER 


The famous Eagle "'O.K."" Plug Fuse 
(1S & 30 amp) and 6 populer cord 
sets on a colorful metal display rack 
thot con be stood up, hung up or 
hooked on. 22° high, 21"' wide, Ii" 
deep 
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4 
Ask your wholesciers sclesman for com- 
plete deta about FREE permonent dis ploy rock 


EAGLE ELECTRIC MFG. CO., Inc., Long Island City 1, N. Y. 


t 
. 
f 
’ 
€ 
: 
; 
’ 


es —a oe 

























For More 
Year-Around 


PROFIT 


a} 


HERE'S THE LINE 


that knows no secson 
Dey in, day out declers 
everywhere find steody 
profitable soles with 
Chicego Sew ond 
grinding Moncrels 
Every Farm. Fectory 
and Home workshop 


Mi 


at 


f 


Y/ 











iS @ prospective 
customer. There 
re mondcreis for 
ligh?, medium or 


Q 


heovy duty each 
one pocted in an 
offractive 3 color 


display certon 
ASK YOUR JOBBER 


obout Chicago's 
on-the-spot merchandiser 


MFG'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 
CHICAGO 12 ILLINOIS 











Looking for New Merchandise? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 


chandise by reading ‘What's New," which appears in every issue on page !2. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17,N. Y. 











Deluxe Aluminum 
DOOR STOP 
& HOLDER 














BASEBOARD MODEL 


@ Will Lest o ifetime 


tLOOR MODEL 


@ fasy to instoll 
@ Nothing to Weer Ovt @ Nothing to Breok 
@ finest Money Con tyuy 














PATENT PEROING 


Act Metal ss-102 marson avenut 


ls Taele ltl an WILKES-BARRE + PA. 


wert fFO® SULIT 











See Your Jobber or Write For Your Nearest Distributor 
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GENUINE “MASTER” KEY BLANKS 


Skillfully produced to assure perfect fit. 
True to size and gauge .. . of proper 
hardness for long wear and quick, accu- 
rate biting. Blanks for pin tumbler locks 
)} are ground to exact radius for proper 
rotation in cylinders. Available for all 
Master Padlocks 

Packed in handy units — 3 dozen fo a carton 

Order from your wholesoler 


Master Jock Company. Milwaukee 45. Wis 


World Largest Padlock Manufacture 1 





WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 


Greater Volume! Bigger Profits! 
ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 





Classified Opportunities Section 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words 
Each additional! word 


Positions Wanted 
Rate) set solid. maximum 


(Special 

50 words 

Each additional word ; 

Allow Seven Words for Keyed Address 
or Your Address 





$5.00 
10 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 





CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalog, etc., will not be forwarded to box 
number advertisers uniess accompanied by 


sufficient postage for remailing. 
No ogency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close !5 days 
prior to publication dote 

Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Representatives Wanted | Representatives Wanted 





Representatives Wanted 








MANUFACTURERS’ AGENT WANTED FOR MEW LIWE 
of Christmas figure candies. Also table candles 
Some territories open. Write trade called on, terri 
tory, kind of products now carried 


Address Box 916, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 











MANUFACTURERS AGENTS WANTED 


alling n Hardware W holesale and ( Nail 
es to ‘ nat ally ." tised line t 
vi I t Drill Att : ents M t av 

powe Kground Ls t es ArkKansa 


pi, Alabama, Tennessee, New 
tah, ( colorado. Maritime 
lumbia, Saskatchewan, 
Address Bo» 912. care 

Fast 42nd St 


inces, Britis} ( 
toundiand liawa 


100 





SALESMEN WANTED 


established 
ond Houses 
side 


For our line of Wild Bird Feeders 


it's an excellent 10% Commission 


Advise territory covered 


CLYMER SALES CO., INC. 


Point Pleasent, Bucks Co., Penna. 


ine 











with ilurmbe 


MANUFACTI 


tacts f 


NT WANTED: If 


iware 









Address Geox (64. care of HARDWARE AGE 
100 East 42nd Street. New York 17. N. Y. 











PAINT BRUSH MANUFACTURER'S REP 
RESENTATIVE wanted wit ’ wins mong 
ret hardware, 1 nt. lumber stores. et: (Good 

: ' ‘ ! ? igutes 
wit ' na rT itact ‘ Michiga i 
Indiana, Kentucky, New England and Sout! 
east territ en. Writ full details. Ad 
lress Roxy ire Harmpware Aci bast 
Street, New York 17, N. ¥ 





SALESMEN WANTED 
BUDGET PRICED PROMOTIONAL PAINT LINE 


We are seeking experienced men to work several esta 


lished territeries in the Northeast and New Bneland 
We are keenly nterested in all other sections of the 
naciomn as well and many fruitful areas are open 
the right me Non-conflicting sideline is accepta! 


Write full details in complete confidenc: 
JOSEPH A. MARKELL. PRESIDENT, PROCTOR 
PAINT MANUFACTURING CO... YONKERS, N.Y 











BATHROOM ACCESSORIES 


man f cturet 


wants AGGRESSIVE SALESMEN im mid 
wester! southern and mountain states Line very 
competitively priced Representatives must have 
established comnmections with contractor jobbers, 
wholesalers, plumbing jobbers, etc State lines 
handled, territory >% commission on all sales 


im exclusive 
Jefferies 


territories Fred Williams 
Avenue, Cleveland 5, Ohio 


~ * 
. 
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| of hardware and to 





mare : — an a : - 
REPRESENTATIVES Oldest independent 
gmt bu ; i tacturet has territory ay lable 
| yyressive representatives selling direct to 
eta J light bulbs are designed to 
} | ‘ - cor 

tft e as ne as average bulbs and offer 25 
Tre | mt to} dealers High ying commission 


(sive complete 
COMPANY, 
AGGRESSIVE 


Da 
information. MARVEL LAMP 
307 Newark Street, Hoboken, N. J 
SALESMAN WANTED 

- Wi 


s sme? cCailiing t } rlesale Har iwafrt H uses 
indling plumbing items. Article to be sold is 
great demand at normal prices. We will pay 
e r commissions to open new accounts 

great opportunity for the right salesman wh 
to build himself a future as item has 
py nd growing repeat business. Territories 
De! re Washington, Oregon, Montana, Idaho, 
Nort! ind South Dakota, Nebraska, Minnesota, 
Wisconsin, Tennessee, Mississippi, Alabama 
Georgia, Maine, and Virgin: Please state what 


ine now carried, tor further 1” d 
Box 915, care Harpware AGF, Fast 42nd 
New York 17, N. Y 

WEST COAST REPRESENTATION 
WAREHOUSING Three men or Zation 
own warehouse wants one 
ware or garden supply | 


formation Address: 
7s) 


Street, 
AND 
gan with 
two hardware house- 
lines suitable for warehous 


ve . 
; »* 7 


ing. Name lines now necessary but must have merit 
and volume t warrant warehousing to increase 
your sales idress Box 845, care HARDWARE 


AGE, 


100 F 42nd New Y 
SALES REPRESENTATI 
CONTRACTORS’ supply a 


, : ’ ‘ > . , ° 
wanted rie 4 ze 


ast Street. ork iv. 


CALLING ON 
har iware 


n Mant 


VE 


trade 


attan, 


? 


Br TL A, By ’ n. New ler eg ‘ 
bjection t er Hardware lines. Address: B 
919. care Harpware Ace. 100 E: 
New y rh y N 4 
PROTE 


TED TERRITORIES 


le water re 


‘ ‘ 
setributed 


CRdAk ft 


- | 
~~ 7th | 
Harnoware Ace, 100 East 42nd Street, New \ 
eae : 
\ 


SALFSMAN, EXPERIENCED, WITH FOI 
LOWING IN Western Per 
Detroit area, with following among 
surplus Reputable firm 

ols Entire 


nsvivania, Ohio 
hardware and 
carrying full line 
territory open to 


an 


Cen ere 


progressive man. Drawing against commissions 
Some established accounts also available to right 
man Inquiry will be held im strict confidence 
State age, marital status and experience in first 


letter. Write t Harpware Ace. care 
100 Fast 42nd Street. New York New York 

WANTED MANUFACTURER'S REPRE 
SENTATIVES: A lead fj 


? 


Box 816, 


- 


ling manufacturer of ja- 


CASE! yperators and metal window hard 


ware “w ith sale . to : refabr icators oT stec 
luminun wood windows, hardware dis 
tribut TS ariel bu lders’ supply jobbers. has some 
territories open and may make chances in others 
Please write and tell us items handled and terri 
t covered. Thomson Hardware Company, Di 

n of Standard—Thomson Corporation, P. O 
Rox 76—Davyton 1. Ohi 


MANUFACTURER'S REPRESENTATIV! 


WANTED—Salesman now calling on hardware 
and variety stores with two or three non-conflict 
ing lines Wi ter a good staple line of 19¢, 
39¢, and 79¢ paints, low-priced gallon paints 
and a nationally advertised line of popular priced 
i paints on mmission basis his merchandise 
has mass market appeal Every store selling 
paints is a good prospect. Write advising age 


marital 
cover it 


status, territory covered, 


a see now carried 


how often you 
Address BR ‘ 


. . 
42nc Sf rc ee? 


909, care Hampware Acer, 100 East 
New York 


17, N. ¥ 









REPRESENTATIVES WANTED 
AMAZING OFFER!! 


Rare opportunity to earn substantial high Com- 
mission selling a popular FASTENER KIT. (1) 
Attractively low priced (2) No Investment 
(3) Literature available. (4) Many territories 
open 
Address Gox 91! 
100 East 42nd St 


are of HARDWARE AGE 
eet. New York 17. N. Y 











LUFACTURER 


t sned cite 


ESTABLISHED 


STrie 


MAN 


re< 4 . acral 





|’ ‘ | ‘ ) } a! ness. Will 
Address Box 615. care of HARDWARE AGE 
i100 East 42nd Street. New York 17. N. Y 

















Accounts Wanted 





ATTENTION MAN! AC] RERS 
fight ve { n isewares ! 
a but 
vs 
| , A = 
. . 
N \f ‘N e Dak 
at L-» : rect 
sta es \ 
, 631, Hias ne A ist 4 
st eet. \ " 5 y 
INDIAN MICHI‘¢ \ OHIO. KEN 
Tt ‘ kK \ \ eat ] ar ’ 
. : uta ~ er y > 
14 — 
. A 
Box &15. ire Hart ; ' Fast 
’ ¢ Ne a 7s 7 5 .* 





Manufacturers Representative 
all 


Pennsvlwania 


Calling on classes of jobbers in 


15 


Can handle one or two top lines. 


Western past years. 


Address Box 902. care of HARDWARE AGE 





100 East 42nd Street. New Yerk {7. N.Y 
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Classified Opportunities Section 


Accounts Wanted Accounts Wanted Positions Wanted 


REPRESENTATIVES | | MANUFACTURERS REPRESENTATIVE | 9°) !:. 202 sy soe SALESMAN 


‘ ering i ¢ Sf { e ; rengcer relia , 
premise Tee mg caeomgpier tie when Mammy CALLING FOR 20 YEARS ON FLORIDA AND 
’ branch offices in New S. E. HARDWARE JOBBERS CAN HANDLE — crue ” 
levelan nd Louis- c Y AR 
a bil — ONE ADDITIONAL MAJOR ITEM OR LINE treet : 
Inquiries invited ANCO Corporat ion, 7 Wood Address Box 821, care of HAROWARE AGE | CUTIVE 
Street, Pittsburgh Pp EAECUTIVE, 
cet, Pitsourgn <e, Fa 100 East 42nd Street, New York 17, N. Y 






































lang 
MANUFACTURER’S AGEN 3 _ FO AN AGGRESSIVE MAN 

TABLISHED , ' ‘ 

can provide « 

age wi 

and othe: et ‘ ly 

easter? tent ' a . ers l be : re mts , . ’ re i it ; ‘ hMaARYWW ARY 

Box 1] st nd are ON 4, are LAR 


Street 


inh tenets ona teks ccaeeane waadl ATTENTION MANUFACTURERS 


sales organization is open for one and possibly Do you have an item with sales merit? Are 
two lines with volume possibilities, preferably you looking for volume business? Come t us 
lawn and garden tools and equipment for dis- we are a 5-man organization con wfrating on 














\ 
Lp 
tribution through leading Hardware House- Supermarket Chains Rock Jobbers et in 
wares and Seed Wholesalers, and also large the Metropolitan, New York, New Jersey area 
Department Stores Address Box 904. care of HARDWARE AGE i; AR DWAR! Ht) RNISHINGS 
Address Box 806. care of HARDWARE AGE 100 East 42nd Street. New York 17. N. Y PAIN] btu IX UU? J if 
100 East 42n¢ Street. New York 17, N. Y ev ' 

















HARD-HITTING, EXPI NCI TION DESIRES additiona 
ACTURERS’ AGENT offers superior repr: , 
4 ; ‘ . Niet: 1) , ‘ 


EST FABLISHED SALES REPRESENTATIVE 


ware items 


Address Box 839. care of HARDWARE AGE 
100 East 42nd Street, New York 17. N. Y 











yl M J AGENTS—MR. MANUFACTURER: erst | 
FOR NEW ENGLAND Our Agency covers thoroughly the fields of hardware, PHERN CALIFORNIA 


Estahlished representative calling on 
hardware distributors mill supply 
houses, lumber yards, wants additional MJ AGEN 
line affording reasonably good volume Address Box 603, care of HARDWARE AGE 
CAPABLE CONSISTENT COVERAGE GUARANTEED one ene ene Wee ee eee Se 


Address Box 900. care of HARDWARE aye 
100 East 42nd Street. New York 17. WN 























Help Wanted 
SALES EXECUTIVE 


for promotional work with industrial users 








LAKI 


of builders’ hardware. Long experience nec 
essary. Salary and commission 


Address Box 917. care of HARDWARE AGE 
100 East 42nd Street. New York !7. N. Y 

















100 East 42nd Street. New York 17. WN 
Too! manufacturer needs aggressive mon 
eventually heod the distribution of its prod 


ucts sold nationally Must trave Salary ond 
ncentive commission. Resume confidentiai 


Address Box 996. care of HARDWARE AGE ONTARIO, CAL OREA 














, st 42 Street ew York 17. N. Y 
East 42nd et, New Yo STORE FOR LEASE 6120 Pt 

















Positions Wanted 4... 
T] ) yas aes SALES NAAN 
MANUFACTURERS ATTENTION || rixicsce'S; SWE*HS ates Satg’s scline |] Ate Sheet “eSianecs: IH A 


Are you seeking top representation in the Heart of 
America area? We are a newly established company 
with fully quatified salesmen and the ability te 
expand We are tooking for a timited sumber of 
good fast meving lines. Write today 


W. H. WELLS CO. 
Manufacturers Representatives 
5928 Charictte Street. Kansas City 10. Mo 
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DAVY CROCKETT... 


riding a tidal wave Index to Advertisers 
> 
of popularity! 








4 F 
Acme Metal Prods. Co Fairchild Industries 
Acorn Adhesives Co. | Faultiess Caster Corp 


Allen Mfg. Co Federal Enameling & Stmpg. Co 





American Chain & Cable Co Fiex-O-Glass. Inc 


American Crayon Co 


CASH IN on the magic of this great name, the name a a Tae Se 
that's riding a tidal wove of popularity these days. Aristo-Mat Co 
Atias Screw & Specialty Co 
C AS H IN by stocking, showing, and talking the famous 
DAVY CROCKETT line of Hill Hickory handles. DAVY . 
CROCKETT’'S greater natural toughness and resiliency General Electric Co 
to impact shock add up to the finest hickory handle Lamp. Div 


Smal! Appliance Div 
money can buy. 


DAVY CROCKETT ... for 30 years the leader in 
hickory handles. 


Genera! Metalware Co 


Bethiehem Stee! Co Greenlee Too! Co 


Black & Decker Mfa. Co Griffin Mfg. Co 


WRITE TODAY FOR FULL DETAILS AND PRICE LIST Griswold Mfg. Co 


ih ap ichoy HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE Cc 


Century Plastic Prods 


New Power..New Features ~~". 
wer.. ew ed ures Chicago Die Casting Mfg. Co 


Chicago Spring Hirge Co 


Hall-Wessel Co 


Hamilton Mfg. Corp 
Clayton, Mark & Co 


Horris & Co Arthur 
Cleanser Prods. Div. $O5S f | 
Co . Heller & Co. W. C 
. Hemp & Co 


Coburn Prods. Div. CF & | inc 


a Hercules Chemical Cc 
Corp 


NO. 552 Continental Lithographers, Inc 


Crescent Plastics. Inc 


Pipe-Master a 


PORTABLE PIPE MACHINES 


Colorado Fuel & Iron 





Hercules Powder Co 


Holthause & Hortrup, inc 


bb RII. Rien 


le 





Dovis Co.. The H. B 59 
Dazey Corp 

FREE BOOKLET Devoe & Raynolds Co. inc »; Independent Lock Co 

CONTAINS All Diamond Calk Horseshoe Co v9 ©4International Lighting Co 


: nternational Molde Plastics 
Domes of Silence ¢ 


MUN THE FACTSI| | arm enane sc. | 


E. 1, Film Dept. Cellulose 
Sponges 








Send for your copy today! 
THE MANUFACTURING CO. E Kates 


Main Office and Factory: Kessier Prods. Co 

2068 East 61stSt. + Cleveland 3, Ohic Eagle Electric Mfg : c ete , Ge 

New York Factory Branch Sales and Service, 25-36 Jockson Ave., Long island City 1, N.Y. re? este olde : 

an ‘ Kimble Giass Div 
Builders of Cost Reducing Threading Equipment Since 1893 Engineered Products Co Gless Co 


~~ 


Everedy Co. The 16-17 Kwikset Soles & Service Co 
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{ Larsor] 


No. TH321 


3-Row 
L Republic Stee! Corp . HOI 
Landen Putty Works. Inc Resinite Sales Corp 
Landers. Frary & Clark Risdon Mfg. Co. The. John 
Russell Div 
Lerson Co. Chas. O 
Royo! Electric Co Inc 2 
Libby-Owens-Ford Glass Co a 


Window G Oss D y Russe | Burdsa! & Word Bo T 4 
Nut Co 





Index to Advertisers 























Linzer & Sons. Inc David 


Hooks furnished for Peg Board 
The most practical tool holder on the market. 


Holds large assortment of hand tools. 


M . . . ‘* 
Fine zinc coated finish.—36" of tool space. 
Mackianburg-Duncan Co Schlage Lock Co 


Packed in two-color attractive boxes. 
Mal! Tool Co Shoron Bolt & Screw Co 
Marshalltown r¢ . Shelton Tack Co 


Martin Arms Corp Ries: bite Ce Ask your jobber about this one! 


Martin Stamping & Stove Co Standard Prods. Co. The 


s " Gf? a 
Master Lock Co Stanley Works. The 


McGill Metal Products Co Stretaflo Products Inc 02 C H A S . O . L A R S O > < oF 
aed ogi. Stratton & Terstegge Co., Inc... I STERLING «+ ILLINOIS 


Michigan Peat, inc Swift & Co 


, ( «a r - 
M e & CC Robert E Sylvania Electric Prods 





Minnesota Mining & Mfg. Co 


Architects and ~ (CHICAGO) 
Builders Specify SPRING HINGES 


. + ’ 
yorionag roa 
7 = ~ 
VaTiona L.@eoc 


National Mig 


@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


And the New Luxury Liner 
S.S. United States 


Every year more and more Architects 

and Builders are specifying Chicago 

Spring Hinges because they are care- 

fully designed with many superior 

features. They are smart looking and 

streamlined to harmonize with modern 
Type 8U200! architectural requirements 


“Triplex” 





“Spring Hinges of Quality” 
Wilcos-Crittenden 
Judd Mita. Co 


S eambpycy a Chicago Spring Ninae Co,] 


Reardon Co he 25 Williams & Co., J Lele CARROLL AVE.. G@il@ wee 7 iLL 








Reflector-Hardwaore Corp Wright Steel & Wire Ce 
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Auger Bib 


Famous GREENLEE 22 Solid-Center 
Auger Bits...ideal for general woodworking re- 
quirements. “Plastic Sealed” to stay factory sharp. 








OCLs FOS ca 
. ‘Dover, 
i... tage 
be 


| et al 
Write for free GREENLEE =< ~ 
Hand Tool Folder H-303 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


HILLBILLY HICKORY HANDLES!! 


Bag the biggest share of handle sales with HILLBILLY 
hickory handles! Shock absorbing, double-tough, the 
HILLBILLY hickory handle sells for so little that any- 


body can afford it, is guaranteed to deliver complete 





satisfaction! “ Gog 
* Guorenteed by ~ 
Houscheeping 


covers 


the ORIGINAL glass-top fuses 


WRITE TODAY FOR COMPLETE PRICE LIST 


HOLTHOUSE « HARTUP. iwc. 


WAYNESBORO. TENNESSEE ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET * R «1 > 
Manufacturers of WIRE + PLUG and CARTRIDGE FUSES 

CORD SETS + WIRING DEY! . & : r 

makers of worid-famous Hill Hickory Handles RING DEVICES CHRISTMAS LIGHTING 





— —————— 


a ee 


. . TO MORE DO-IT-YOURSELF PROFITS THIS CHRISTMAS 


WHEN YOU PUSH Bloch Decker.’ 


Watch for big Announcement —September 15 issue 


We know you'll agree IT ALL ADDS UP! 





MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


NATIONALLY ApverTIScD. DOMES or SILENCE. 3 crueniture cues 


RUBBER CUSHIONED REGULAR 





FURNITURE LEVELER 
One set on a card. One set in ° box. = Adjustable Com- 
12 cards in a box 12 boxes in a > bination Levelier 

. Sj a » and Glider for 
Sizes—14%2”", 1%”. carton izes —— Uneven and Un- 
1%”, 1%”, %”. er Settee steady Furniture 
SIZES—1” base. 
4 on card: 1%”, 
2 on card; 14%”, 
2 on card. 





DOMES OF SILENCE _ < 
PUBSER CUCMION CDR 
Drive into uni- 


versa! socket or 
5/16” hole 








Ask your jobber. if he is not supplied, write 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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STANDARDIZE ON “NATIONAL’’ hepa 


THREAD 


...- for packaging eye-appeal CARRIAGE BOLTS 
Leetemeeceall 


National’s most complete line of fasteners is uniformly pack- 
aged—comes in snappy red and black boxes that stay new- 
looking. Dirt and finger marks don’t show on the glossy 
surface. Each sturdy box has an easy-to-read label . . . color- 
coded to make stock handling easier. The combination of 
eye-catching packaging and high-quality fasteners is one 


more reason why it pays you to standardize on National. 


Carriage Bolts © Machine Bolts © Lag Bolts 


THE NATIONAL SCREW & MFG. COMPANY Pipe Plugs © Wood Screws © Cop Screws 


Cleveland 4, Ohio Mochine Screws > Nuts . Tapping Screws 


Stove Bolts 7 Cotter Pins 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


Fasteners VA rHodel!l chains | Chester hoists 
f of 
~ : 


»? ‘ 
4 . ‘y? 
p 








Thy WINDOW MATERIAL 
crysvar __ 4 OUT OF 5 USERS INSIST ON... 


cae 


r 4 


, + 34 


Nationally 
Advertised 
ot 


26¢ 


seas bu’ 
n any money can 


bac ked by 


elis well | 


-ciment , 1S 
vai exper at rie® eguisiactio™ 


E.Ex-O GiA® 
(S 


-« the Chore® ar Pp door 
lass i> ta & . « 9 
Oi yer 7 $ ‘ ‘ on ae 


1 
sno’ wi 


‘ 
aeive> >" 
: , 
. ‘4 j i. nf ; 
Pe at ats a cet10 - fe. ; a 
Bros rests | cing ira ‘ hile prot. : 
rp fore »ytrode , . vist nd we . proret 
7 } ) ; ’ , acs +. wn 
Oo 1 wears DS 4 merica® ; f morstul —_— long ** na 
: sss to Une ‘ ; , &' ' . it “ . } ‘ 
4) » 
MARK-UP 
" r . 


y eat ‘Roul 


HOLD IN HEAT-KEEP OUT COLD 


Cheaper Than Glass=—Lasts For Years 











MAKES LOW-COST PROTECTS WALLS FOR CHAIR COVERS, | FOR STORM DOORS & 
STORM WINDOWS BEHIND STOVES, SINKS GARMENT BAGS, ETC PORCH ENCLOSURES 
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FL -y . ; — 
—e Warp Bros. have the finest facilities for making their own plastics. They do their own 
weaving and complete processing too . . . in their own modern plants. ““Warp’s”’ stands| 
. é for the BEST in Window Materials... they're made to 
DEALER TIE-IN' Pt ere last, not just to sell 
Wi © '. , ne ie , . 
ba meow Semen, AS | . pee * Don’t be fooled by inferior window materials that 
ots and Counter 2 gt eens. » : 
Cords ore available : “look the same.’ Only the Genuine has the name 
Free to help tie you in ’ 2% sour. oan : . . 
with Werp’s Notions! fa ces Warp’s Branded along the Edge. It's there for your 
Ads. Write WorpBros. q eeetetee.: protection—“IF IT’S WARP’SIT’SGOT TO BEGOOD! 
Chicago, 5! . eee ¢ 


Z 

ig: WINDOW 
WARP'S FLOOR 

eae 

= “om? NATERIALS 


by QUALITY 


countertype, 


ask for Worp's Carried by Reliable Jobbers Everywhere | 
No. M-400 














| "WORLD'S LARGEST PRODUCERS OF TOP QUALITY / 
WARP BROS. ) PLASTIC WINDOW MATERIALS—ESTABLISHED 1924” , CHICAGO 51, 1 
4 








